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ABSTRACT 
The tenn ''Building Procurement System" has become a fashionable tenn within the 
Tanzanian building industry in recent years. It is a term that is surrounded by 
controversy and evokes strongly held opinions by both practitioners and researchers. 
This thesis attempts to analyse what these procurement systems have to offer and to 
match them to the objectives of the client and characteristics of the project. 
Three hypotheses are explored in this thesis. Firstly, that the Traditional Building 
Procurement System has fallen from favour due to its frequent failure to deliver in terms 
of time, cost and quality. Secondly, that the new Building Procurement Systems are 
inappropriately applied to building projects, due to the consultant's inexperience with 
certain new systems. The third hypothesis is that clients are satisfied with the resuhs of 
the new Building Procurement Systems. 
Through the research process four objectives were pursued. The first is the way that the 
construction industry performance is measured and what has caused the development of 
new Building Procurement System. The seconq is the review of Building Procurement 
Systems theory focusing on their meaning and categorisation. Thirdly is the selection of 
Building Procurement Systems, that is, the relationship between client's objectives, 
project characteristics and the characteristics of the procurement systems. 
Data was gathered through the use of the following methods: 
· Case studies investigating approaches to the selection of Building Procurement 
Systems 
• Questionnaires to consultants on their knowledge and experience with various Building 
Procurement Systems 
• Questionnaires to clients on their objectives for building projects and their satisfaction 
on the results of various Building Procurement System used. 
The data collected are analysed and the main results are reported in chapters five and six. 
(vi) 
The primary conclusion that is drawn is that Building Procurement Systems are 
inappropriately applied to building projects in Tanzania. This is due to the consultants' 
inexperience with certain new systems, often resulting in cases where the Traditional 
Building Procurement System has been recommended because it was the only with which 
the architect was familiar, thus it was used as a "default system". It was found that 
there is a need for a model which would allow clients and their consultants or contractors 
to select the most appropriate procurement system as a way towards successful projects 
implementation in the Tanzanian building industry. 
Finally, recommendations are made, concerning the appropriate selection and use of 
Building Procurement Systems. 
(vii) 
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CHAPTER ONE 
THE PROBLEM AND ITS SETTING 
1.1 MEANING OF THE TERM BUB.J)ING PROCUREMENT SYSTEM 
(BPS) 
The term ~Building Procurement Systems' was defined by Franks (1984), after examining 
two key words, that is, "building" and "procurement". He suggested that when 
conjoined they relate to the method or organizational structure used to acquire a 
product, in this case a new building. Franks (1987,1990), revisited his definition of 
building procurement system and came up with this phrase~ "the amalgam of activities 
undertaken bya client to obtain a building". 
The NEDO (1988), report described Building Procurement Systems as the manner in 
which Clients buy from building industry the specialist activities and resources needed to 
create a new building. It implies the relationships between those involved and the 
responsibilities of individual participants. 
Mohsini and Davidson (1991) defined "procurement" as a process term which refers to 
the acquisition of new buildings or space within buildings either by directly buying, 
renting or leasing from the open market, or by designing and building the facilities to 
meet a specific need. 
Turner (1990), explained that a building is something built with a roof and walls and 
procurement as the act of obtaining, acquiring or securing something. The term 
"procure" was further defined by Kumaraswamy and Dissanayaka (1996), as to 
"procure" and thus "procurement" as the action or process of acquiring or obtaining 
materials, property or services at the operational level. Notwithstanding, McDermott 
and Jaggar (1996) cited Hibberd definition of the term procurement as offered by the 
Oxford English dictionary, "the act of obtaining by care or effort, acquiring or bringing 
about" 
However, a working definition of the term procurement which was suggested by Sheath, 
Jaggar and Hibberd (1993), and supported by McDermott and Jaggar (1996), is that 
developed by em W92 at its commission meeting in 1991. 
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That was Ii... the framework within which construction is brought about, acquired or 
obtained", Mohsini, Sirpal and Davidson (1995)~ attempted a more sophisticated 
definition of the Building Procurement system. They stated BPS as~ ",.. the acquisition 
of new buildings, or space within buildings. either by direct buying, renting or leasing 
from the open market, or by designing and buildingfacility to meet a specific need", 
According to Root and Hancock (1996)~ Building Procurement Systems is the strategies 
adopted by building clients to acquire building projects. In other words. the project 
organizational structure, which is the collective action required to acquire the design, 
management and installation inputs is referred to as a procurement system (Rwelamila 
and Ngowi, 1996). It assigns specific respoDSlbilities and authorities to people and 
organisations~ and defines the relationship of the various elements in the construction of 
a project (Love~ Skitmore and Earl, 1998). Building Procurement System definition 
adopted in this dissertation is~ therefore, a sequence of actions and the route taken by the 
customer in obtaining a structure that has a roof and walI~ which is a building. 
1.2 CHARACTERISTICS OF THE TRADmONAL BUILDING 
PROCUREMENT SYSTEMS (TBPS) 
In 110 other important industry is the responsibility for 
design so far removed from the responsibility for 
production. Emerson in Franks (1984. 1987~ 1990). 
Franks (1984. 1987~ 1990) gave out seventeen characteristics of the TBPS. He 
explained tha~ the traditional form of contracting is where the client appoints consultants 
to produce design and other documents and to supervise the contractor to carry out the 
work through to completion. However. probably the most important of these is the fact 
that design should be completed before construction starts. All of the TBPS 
characteristics are shown on figure 1.1 below. 
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Fig 1.1 The "traditional" procurement system (Franks, 1990) 
In the traditional system, writes Turner (1990), the client appoints consultants for design 
and for cost control, then generally after the design bas been taken to anyone of a 
number of stages, a main contractor is appointed to carry out the construction work. 
Masterman (I992), explained that the TBPS is where the responsibility for both design 
and construction aspects of the project are the responsibility of separate organizations. 
According to Rwelamila and Ngowi (1996), the essence of the TBPS is that there is a 
separate contract entered between the client and the designers (architects, engineers and 
quantity surveyors) and later, a separate contract between the client and the builder 
( contractor). In other words, the designer designs and the builder builds. 
1.3 BUILDING PROCUREMENT SYSTEMS IN TANZANIA 
Unfortunately, none of the many reports on the building industry that bas been produced 
since the mid - 1960s by the government sponsored committee and others, have 
accuratelyand/or adequately defined the level of use by different clients of the various 




According to Nkinga (1995), the public sector procurement procedure (not limited to 
buildings) is embodied in Section 143 of the constitution of the United Republic of 
Tanzania. 
According to Wells (1986), at the time of achieving political independence, Tanzania, 
under the British mandate had a Ministry of Public Works which was responsible for 
overseeing the implementation of all government building programs. In principle, 
clarified Wells (1986), all building plans for new construction projects should first be 
approved by Ministry of Planning. 
All commissions for building projects should be channeled to NEDCO for design and 
then MECCO for construction through the Ministry of Works. Since the design 
responsibility (by NEDCO) was separated from construction responsibility (by 
MECCO) - the main characteristic of the TBPS and that of building works in the public 
sector accounted for 70 per cent of the total country building projects (ILO report 
1983), then there is enough justification that in Tanzania the TBPS dominated the 
building industry in the past 
At the time of achieving political independence in 1961 the building industry in Tanzania 
was based upon the British model in which by the TBPS was predominant. According to 
Hindle (1996), even in South Africa, as in most of the other Commonwealth Countries, 
the building industry has been structured around the same British model. The works of 
Cattell, Hindle and Rogalli (1996), attributed this resemblance largely as the result of the 
introduction of British systems to respective countries by immigrant professionals to look 
for greener pasture from around the turn of the century. 
1.4 PROBLEM STATEMENT 
There is an apparent change in the use of Building Procurement Systems taking place 
because the Traditional Building Procurement system (TBPS) is not suitable for most 
Clients in Tanzania. 
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1.4.1 Sub - Problem 1 
Is that the Traditional Building Procurement System (TBPS) is inapropriate for certain 
clients? 
1.4.2 Sub - Problem n 
Are the new Building Procurement Systems (BPS) more suitable for the projects for 
which they are being applied? 
1.4.3 Sub - Problem ill 
Are clients satisfied with the results of the new Building Procurement Systems (BPS)? 
1.5 RELEVANCE OF THE STUDY 
«Building Procurement Systems" has become a fashionable term with industry 
practitioners and researchers. In principle it determines the overall framework of 
responsibilities and authorities for participants within the building process. It is a key 
factor contributing to overall client satisfaction and project success. The selection of the 
most suitable procurement method consequently is critical for both clients and project 
participants, and is becoming an important and contemporary issue within the building 
industry. 
The problem, nevertheless, lies in the mct there has been limited empirical research in this 
field of study. To date, there has been no investigation in Tanzania which has specifically 
analyzed the characteristics of the client and the project within the scope of one study 
and related them to alternative building procurement systems available. To this end 
nobody is aware of the suitability of each procurement option for a range of building 
projects that may need to be implemented. 
1.6 OBJECTIVE OF THE STUDY 
In view of the stated problems, specific objectives of the study are:-
(a) to investigate the type and extent of the application of different Building 
Procurement Systems in the building industry in Tanzania. 
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(b) to establish reasons which led the Traditional Building Procurement System 
(TBPS) to fall from favour. 
(c) to assess the suitability of the new Building Procurement System (BPS) with 
respect to project characteristics of the case studies. 
(d) to assess the satisfaction of the client with the results of the new systems. 
(e) to discover the limits of the consultant's knowledge about the various types of 
Building Procurement Systems (BPS) available. 
1.7 RESEARCH HYPOTHESES 
The research seeks to confirm three central hypotheses: 
1. 7.1 Hypothesis I 
The Traditional Building Procurement System has fallen from favour because ofits 
frequent failure to deliver in terms of time, cost and quality. 
1.7.2 Hypothesis n 
The new Building Procurement Systems are inappropriately applied on projects due to 
the lead consultants' inexperience with certain new systems. 
1.7.3 Hypothesis m 
Clients are satisfied with the results of the new Building Procurement Systems (BPS). 
1.8 SCOPE AND LIMITATIONS OF THE RESEARCH 
This research was carried out within the confines of the following limitations. 
1.8.1 Time 
Projects carried out from early 1990s to date were concentrated on. The reason for this 
being that this period cuts a cross - section through various social-economical changes 
which have taken place in Tanzania. For instance, it is within this period that the private 
sector has replaced the taxpayer as the major client of the building sector. It is therefore 
to be expected that the private sector would subject the procurement of their buildings to 
the same scrutiny as the rest of their business. 
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1.8.2 Geographical Area 
The geographical boundaries of the research were within Tanzania and particularly 
within Dar es Salaam and Arusba. This was necessitated by the limited resources 
available to carry out the research on a wider geographical area and the filet that the 
majority of projects carried out in other parts of the country have been financed and I or 
supervised by clients and consultants based in Dar es Salaam and executed within the 
above mentioned cities, for instance, of the 34 registered architectural firms, 33 are 
based in Dar es Salaam. 
1.8.3 Clieot Groups 
The research was restricted only to clients with formal building projects. The informal 
building sector was excluded to increase the reliability of the information and ease the 
data collection. However, the formal building industry covers both the private and public 
sector. 
1.8.4 Statistical Sampling 
The method of data sampling was random especially primary statistics. Primary data was 
to be obtained from interview and questionnaires. The source of secondary data would 
be available in reports, papers and other publications. The findings and conclusion 
arrived at are only accurate to the extent that the primary and secondary data sources are 
reliable and accurate. 
1.9 RESEARCH METHODOLOGY 
Any research involves gathering information from a number of sources, comperative 
results, drawing of conclusion and making appropriate recommendations. Therefore, the 
methodology adopted ~ the collection and compilation of relevant basic data for this 
research is as follows:-
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1.9.1 Literature review 
The review of literature is to establish a theoretical base of the existence of various 
subject matters. This is achieved through reviewing books journals and research papers. 
In this step of literature review three chapters are presented which are now briefly 
described. 
Chapter Two: Construction industry performance has its strong linkage to Building 
Procurement Systems. Any force of change to improve performance of construction 
industry may, in one way or another, necessitate changes in the Building Procurement 
Systems. This chapter reviews the world history of construction industry performance 
and tracings evolvement offorces of change in the Building Procurement System. The 
review commences with broad cross - sectional readings and narrow down to the 
Tanzanian context. 
Chapter Three: This chapter provides a basis understanding of various Building 
Procurement Systems. Based on the available literature various definitions and 
approaches used to categorise Building Procurement Systems are presented in this 
chapter. 
Chapter Four: Based on Building Procurement Systems theories reviewed in Chapter 
three, this chapter describeds the various ways that may be used in the selection of 
appropriate system. It reviews various categories of clients, their needs and approaches 
that may be used to select a system likely to fulfill their expectations. 
1.9.2 Case studies 
This is one of the qualitative research applications. By using this methodology, the 
researcher assumes an interactive role with other participant and become personally 
involved with the people and phenomenon being studies. The resuhs of case studies and 
interviews are presented in chapter five. They form the basis of synthesizing the findings 
and arguments presented in chapter six. 
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1.9.3 Questionnaires 
This is a good way of collecting certain types of infonnation quickly and relatively 
cheaply. As a research tool, a questionnaire is subject to various kind of limitations 
from several sources (social desirability, anonymity and educational differentials). These 
limitations were considered during questionnaire design. Respondent were given option 
to state their names and they were assured that the results of the survey were to be used 
in aggregate fonn. Questionnaire had three types of questions:-
Open-ended questions: Respondents were given opportunity to provide their own 
answers and views to the questions. These questions were included because the author 
did not anticipate probable replies from respondents on certain issues. Secondly, these 
questions were included in order to provide insights, side comments, and explanation in 
order to develop a "feel" for research findings on various aspects of the study. 
Multiple choice questions: Respondents were given an opportunity to choose an 
answer from, among a list provided in the question, proper of following the question. 
Dichotomous questions: These are extreme fonns of multiple - choice questions which 
allow the respondent oruy two responses, such as yes-no or agree - disagree. 
1.9.4 Interviews 
This is used to supplement the questionnaire approach to get hold of the targetted group 
who will not respond to the questionnaire. Also this is used to interpret the 
questionnaire, to ensure proper understanding by respondents and to assess the quality of 
answers provided. 
The decision was made that the interviews would be conducted in a "laboratory type 
setting" which is a well established research method in the field of counselling 
psychology. A structured interview document (Appendix IV) was used with the primary 
purpose of maintaining uniformity in terms of the main issues of the study. 
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1.9.5 Data analysis 
The technique applied and presented to client as a guide for selection of appropriate 
Building Procurement System is the one provided by NEDO (1985). The NEDO 
selection technique utilises nine criteria. Each critetia (or priorities) are presented in a 
question format with two or three multiple choice answers. Once a "choice" has been 
made, all dots on that row of the corresponding chart are ringed. This procedure is 
repeated for each of the criteria in turn. Upon completion the number of ringed dots in 
each column are summed and these totals will indicate which procurement system is 
suitable. This then is compared with the procurement system used in each case study to 
establish appropriateness of the system (refer table 5 on page 135). 
Based on the findings of case studies, interviews and consultants surveys, a systbesis of 
these findings and arguments is presented in chapter five and six. Views of different 
main players from case studies are compared and taken through to prove or disaprove 
hypothesis generated in this chapter. 
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CHAPTER TWO 
CONSTRUCTION INDUSTRY PERFORMANCE AND 
CHANGES IN THE BUILDING PROCUREMENT 
SYSTEMS 
1.1 INTRODUCTION 
This part of the literature review focuses on the construction industry performance with 
respect to procurement changes and customer satisfaction. Previous studies have 
generally indicated that the performance of the construction industry can be pegged 
against the three parameters of time, cost and quality. Coincidentally, studies analyzing 
customer's needs on construction projects have indicated similar parameters influencing 
customer's satisfaction. Furthermore, they constitute determinants for choosing the 
appropriate procurement strategy applicable for any project. 
The review commences with broad cross - sectional readings that narrow, much like an 
inverted pyramid with its broad end on top. Discussion in the first part of the related 
literature will focus on the performance of the construction industry globally, in relation 
to customer satisfaction and the essence of changes in procurement systems. 
Most of the literature available is related to the U.K construction industry but this 
information is useful because construction industries found in most Commonwealth 
countries are structured around the British model. Problems experienced in U.K have a 
great impact on the construction industries of the Commonwealth Countries. 
Nonetheless, literature on the situation in Australia, Canada and USA is also 
accommodated to give the analysis a global outlook. 
The second part of the related literature review is centred on the context of developing 
countries. Discussion will generally focus on construction industry performance and 
customer satisfaction in these countries. This will highlight the procurement problems 
found in developing countries other than Tanzania which could give way to some 
acceptable procurement changes relevant to the case study_ The literature of countries 
like Botswana, Ghana, Kenya, Nigeria, South Africa and Sri Lanka will be critically 
analysed. The last part of this chapter will discuss relevant issues pertaining to the 
performance of the construction industry in Tanzania. 
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2.2 GLOBAL CONSTRUCTION INDUSTRY PERFORMANCE CRITERIA 
The effects of time, cost and quality management on the construction project are 
generally considered as appropriate parameters for measuring the performance of 
individual projects and the construction industry as whole. According to Naoum (I 989), 
the construction industry performance, or rather project performance, calls for the 
optimization of the combination of time, cost and quality. In this respect, project time 
implies project execution speed and the overall period taken from inception to 
completion; cost means the final cost paid per square metre of building in relation to the 
budget; and quality implies the standard of design and construction that the product has 
attained. 
A construction project may, therefore, be regarded as successful ifit satisfies the client's 
expectations. The same construction project achieves client satisfaction if it is delivered 
at the right time, at an appropriate cost and with quality standards (Root and Hancock, 
1996). Rwelamila and Ngowi (I996), added utility (achievement of functional 
requirement) to cost, time and quality and identified them as client's principal objectives 
in any building project. They emphasized that an attempt by any project organization 
structure to attain a high level of client, satisfaction should be measured on the basis of 
success or failure of keeping those parameters within acceptable/optimum limits. 
Furthermore, Songer, Molenaar and Robinson (I996) studied the selection filctors and 
success criteria of Design and Build delivery system in the USA and UK and concluded 
that owners judge a project's success on the basis of cost variance from the budget, time 
over-run and quality conformity expectations. Notwithstanding, Walker (1996), in his 
study on the Australian construction industry identified time, along with cost and quality, 
as being three crucial success filctors for construction project performance. His focus on 
construction time resulted in his conclusion that this parameter was directly affected by 
managerial performance. He singled out communication effectiveness of the design team 




According to Anttila, Laine and Sytja (1999) the customer satisfaction indicator, among 
other standards, is a tool for company management to forecast future business and to 
improve company activities. Customer satisfaction information enables the company to 
develop its activities to increase the value added for customers. 
2.3 CONSTRUCTION PERFORMANCE AND PROCUREMENT SYSTEMS 
Kumaraswamy and Dissanayaka (1996), in their analysis of the 1994 Lathan Report on 
the u.K. construction industry, linked the poor management of time, cost and quality 
(which predominantly affects the performance of the construction industry) with the 
applicable procurement systems. They further observed that claims and disputes of 
which the main source are poor time, cost and quality management are closely related to 
the procurement systems. 
Thus they argue that the selection of the appropriate procurement strategy by the clients 
or their representatives is paramount if the optimal solution in terms of cost, time and 
quality performance are to be achieved. This is in line with the argument by Turner 
(1989) that appropriate choice of procurement systems streamlines roles and 
responsibilities of ditferent participants at various stages of the construction process. 
This fact is further supported by Bowen, Hindle and Pearl (1996) who established that 
the inappropriate choice of a procurement system is one of the principal reasons for poor 
performance in the construction industry. There are researchers who were trying to 
study the performance of the global construction industry by focusing their attention on 
particular aspects such as specific organizational structure of say Design and Build. For 
instance, Walker (1996) was trying to study the performance of a construction 
management team. 
He was of the opinion that the procurement method is not a significant factor affecting 
construction industry performance but rather the way in which teams interact. 
Unfortunately, these researchers have reached diverse conclusions regarding the teams' 
interactions potential impact on performances. 
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However, other researchers and analysts who considered procurement systems in 
totality have, in general, continned the potential impact of the systems on the 
construction industry perfonnance levels (Kumaraswamy and Dissanayaka 1996). 
2.4 ESSENCE OF PROCUREMENT CHANGES 
According to Bowley (1966), the separation of the design responsibility from 
construction responsibility caused builders to neglect their own education and 
advancement on design, or avoid the employment of designers, and at the other end, 
lead architects to neglect their own education in construction practice. Slowly, project 
managers have taken the principal agent's role previously entrusted to the architects 
(powell, 1988). Mastennan (1992), writes that the majority of construction projects in 
Britain prior to the Second World War (1939-1945), were implemented by conventional 
(traditional) methods of procurement which remained unchanged for over 150 years. 
Although in the 1950s and 60s Masteman (1992) observed that other procurement 
forms such as negotiated and serial contracts were being used, the use of the TBPS was 
still predo~ mainly as a result of central and local government controlling the 
major part of the industry's annual workload and maintaining a policy of public 
accountability. 
Howes (1993) was of the opinion that, the set up of the TBPS easily resulted in the 
parties concerned taking up adversarial positions which could in turn led to claims and 
conflicts being the nonn rather than an exception. He (Howes, (1993) also explained that 
the system was exploited to lengthen the contract period where this suited the 
contractor , gave no effective guarantee of quality and could, in the end, cost the client 
more than he should be paying. Hindle (1993), asserted that the TBPS has been held in 
place by the public sector who use the competitive bid method of contractor selection for 
accountability reasons rather than its suitability to those building projects. He gave 
examples of life insurance and pension schemes institutions in South Africa, who are 
frequent buyers of buildings, and who are not happy with the traditional system and 
perfonnance of the industry in general resulting from the use of the system. 
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According to Hibbert (1993), a new profession of project managers with their new 
Building Procurement Systems have demonstrated a high level of ability to manage both 
people and systems, to ensure the successful outcome of a project. 
They encourage the client to partake in the decision making throughout both the 
design and construction process of their building projects. This feeling of greater 
involvement and greater responsibility for the project, at the end, contributed to the 
Client's satisfaction with respect to the finished product. Howes (1995) shared similar 
observation with that of Hibbert (1993) that this new and emerging category ofa 
professional is taking a more active and acceptable role. It can manage the building 
process and it carefuDy co-ordinates the systems to ensure the effective interface of the 
various works. 
According Boudjabeur (1995), the TBPS is the most popular system in the building 
industry in the world and is the most highly criticized in terms of its poor construction 
delivery system. Despite its dominance and popularity in the building industry the TBPS 
has been criticized as a poor construction delivery system hence causing a decline of 
construction industry performance. The separation of design from construction has been 
singled out to be the main source of poor construction industry performance. This is 
inherent to the TBPS (Mohsini,Sirpai and Davidson, 1995), According to Mohsini et al 
(1995) the traditional experience based on the compensation mechanism can no longer be 
taken for granted in meeting client's perceptions. The current conventional process is 
certainly not conducive and the result of this is that the project invariably costs more, and 
a relatively inferior product is delivered as quality is not attainable in these conditions 
(Howes, 1995). 
As pointed out earlier in this study Mohsini, et al (1995) also noted that another cause of 
decline of construction industry performance resulted from the inter -organizational 
conflicts among the participants. In one of their studies carried out in Canada and 
another in Italy they found that participant conflicts affected the project performance by 
70 per cent in tenns of time, cost and quality. 
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According to Rwelamila and Ngowi (1996) the TBPS originated in 1870 when Cubitt in 
London, the United Kingdom, first began to offer the services of a general contractor. 
There are a good number of procurement systems applicable to the construction 
industry. While most of the procurement systems are new and their impact is yet tobe 
substantially felt, the TBPS is the oldest of all procurement forms (Root and Hancock, 
1996). Gidado and Barter (1996), critically analyzed the TPBS from a different 
perspective of flow of information between the two camps of design and construction 
teams. They noted that the construction industry seems to suffer from a general inability 
to manage the design information properly. In their analysis they realized that the main 
problem is that oflack of understanding and poor communication between design and 
construction teams. 
It was revealed that under the TBPS information is often not delivered from the design 
team at the right time or in the right form to the contractor. This in the end, distorts the 
project time, cost and quality objectives. Since client's priorities, in terms of time, cost 
and quality, may not be adequately met by the conventional method, there is a perception 
that new procurement methods have a clear advantage over the traditional form (Root 
and Hancock, 1996). On the other hand Rwelamila and Ngowi (1996), criticized TBPS 
for not adequately reflecting an appropriate and good relationship between the Client: 
Consultant and the Contractor. They noted that the TBPS has been used merely 
because consultants failed to consider the issue of appropriateness in terms of client's 
demands and project characteristics. Not only that, but the professionals, and 
particularly the architects, have been resisting changes by shunning other conventional 
business approaches in order to avoid competition and defend their hierarchical position 
during the executions of building projects(Ndekugri and Turner, 1996). This was 
possible in the past because of architects, engineers and quantity surveyors 
entrenchment in a position which was protected by statute (Hindle, 1996). Rwelamila 
and Ngowi (1996) were of the opinion that the TBPS is basically being used as a "default 
system". The exclusion of the builder from the design role was further criticized by 
Walker (1997) when he went through the characteristics of the TBPS and noted that it 
tends to set the constructor in a lower position of authority with respect to the design 
team. 
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According to Bowen, et al (1996), clients are prepared to experiment with new 
innovative procurement systems in order to attain satisfaction from their varied 
objectives. 
This is because the traditional procedure fails to meet their expectations. The new breed 
of managers in the construction industry have taken the advantage of the gap created by 
the TBPS. Emmit (1996) explains that the failure of the TBPS could be as the result of 
architectural education. He went on to write that architects are not being taught to 
build, but only to design. Therefore the adoption of site production by the architect is a 
new and probably the most difficult direction for them to take in the execution of the 
profit. 
From the above, it is evident that the construction industry has experienced alternative 
building procurement systems (BPS) other than the TBPS. These are being offered by a 
new profession of project managers and enterprising contractors. To be able to 
understand this proliferation, a critical analysis of the force of changes has to be 
undertaken. The following seem to be core reasons for changes:-
2.4.1 Economic Changes 
The traditional fonn of procurement dominated the building industry before the Second 
World War of 1939-1945 (Masterman, 1992; Root and Hancock, 1996; Rwe1amila and 
Ngowi, 1996). 
According to Naoum (1989), the separation of design from construction, lack of 
integration, poor communication, uncertainty in prices, changing environment and 
increasing project complexity together with economic changes such as inflation and 
recession, led construction professionals and the industry to offer alternative methods of 
procurement. He added that, therefore, such forms as management contracting, design 
and build, and project management came into practice as the result of the above 
parameters. 
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Hindle (1993), was of the opinion that that the massive oil price increases of 1973/4 
imposed impossible loads on the economies of most countries. The result of this crisis 
was rampant inflation. To this end, construction industry clients and their advisors came 
to realize that for many projects, completion time was the priority. Alternative ways of 
procuring buildings more quickly were, therefore, looked into. 
Further to the oil crisis, Hillebrandt and Cannon (1990) observed that to non-oil 
producing countries, domestic recession was brought about by a fall in demand from the 
private sector while the level of orders from the public sector also declined. Therefore, 
consultants and contractors became fully aware that the only means to overcome their 
unfavourable prospects was to strengthen their marketing efforts considerably. 
On the other hand, Hillebrandt and Cannon (1990), suggested that the oil crisis opened 
up the Middle East markets in the 1970s. Therefore, those companies determined to 
take these opportunities in the Middle East had to tailor their marketing approach to the 
scale of private funds available, as well as to the scale and glamour of some of the 
projects. Another force for change related to economic pressure as the result of the oil 
crisis was seen by Hindle (1993) to be created by stiff competition for customers as the 
result of the low demand. Contractors were forced to find new ways of selling their 
services and products to customers, hence adopting "construction marketing systems" 
(Hindle and Rwelamila,I993). This was as important to contractors as it had been to the 
consultants who had to market their services efficiently or perish (Hindle, 1993). 
Hindle and Rwelamila (1993) when analysing the work of Frank (1990) found that the oil 
crisis of the mid-seventies which created a double digit inflation world-wide which 
spurred changes in the BPS. They were of the opinion that those changes were intended 
to reduce the time between the customer's decision to build and the completion of the 
building. Therefore, solutions had to be found for problems associated with the building 
delivery process. 
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2.4.2 Information Technology 
According to Powell (1988), the project management procurement system came about as 
a result of two major factors; shortcomings on the part of the traditional consultants and 
growth of the computer technology for swift manipulation of data. Therefore, one of the 
inevitable results of the information technology age is the acceleration in the exchange 
of ideas and methods. This has lead to the development of improved delivery systems in 
the construction industry (Hindle, 1993). 
According to Hindle (1993), in Japan one of the motor vehicle manufacturers is already 
producing houses within hours. He revealed that customers are able to see a finished 
product by means of a computer model. Customers can instantly choose doors, 
windows, wall positions and quality of finishes from the programme. At the end, these 
are captured on the program and converted into resource scheduling within seconds. 
Mohsini et al (1995) identified one of the major differences between the TBPS and other 
procurement forms is the exploitation of information technology as a resource in the 
construction industry. 
Marsden (1996), explained that the desi~ documentation and construction ofa building 
requires the application and transfer of a vast amount of knowledge and information by a 
heterogeneous group of consultants, companies, authorities and individuals 
communicating at various levels. Consequently, the building industry appears to be an 
industry that has greatly changed through the introduction of information technology. 
2.4.3 Eduation for Builders 
Powell (1988), an architect, violently opposes the idea that project managers take a 
principal agent's role without the necessary expertise. However, the product of tertiary 
education programs, is producing "professional builders" who are equipped with 
business skills. With the inherent dissatisfaction of the traditional structure and 
procedures of the industry, the new generation of builders are leading construction 
companies to develop innovative construction marketing strategies and systems. 
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According to Hindle and Rwelamila (1993) the downfall of the TBPS at the expense of 
other hybrid systems was the result of a lack of an innovative construction marketing 
system. The TBPS placed the contractor in a passive role. They related the TBPS to 
the method by which consumable goods are sold when they are simply placed on a shelf 
awaiting a customer who may choose from a variety of products. They, therefore, found 
that builders are being educated in the changes to the delivery systems. 
Hindle (1996) observed that professional builders who have discovered tried and tested 
business systems could work in construction. These systems are based upon sound 
business practice, offer improved customer satisfaction and allow them to get closer to 
customers. In this approach professional builders are leading the way and leaving the 
behind conventional professionals. 
Furthermore, Hindle and Muller (1997) found that, apart from the tertiary education, the 
formation of the Institute of Building in U.K pursued separate development. It was 
supporting continuing education programs to its members. This prepared builders to 
interface with consultants and clients on equal terms. To this end, the original intention 
has already been surpassed because according to the above authors, professional 
managers in construction are not only able to compete as equals but as leaders in the 
construction delivery process. 
2.4.4 Demand from Customers 
The continuing proliferation of alternative methods for procuring building projects was 
envisaged by Masterman and Gameson (1994), to be as the result of the projects' ever 
increasing technical complexity and the client's continuing desire for speedy 
commencement and completion periods. These have led to the demand for devising 
more sophisticated methods of delivery systems selection. 
Choosing procurement types other than the TBPS can decrease the project delivery 
duration, provide flexibility for changes and reduce adversarial relationships among 
participants. 
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Furthermore, other delivery systems allow for contractor participation in design, provide 
cost savings incentives to the contractor and provide ahernative financing methods to 
the client (Gordon, 1994), Boudjabeur (1995) also was of the opinion that to be able to 
meet the clients' demand, there was a need for greater degree of financial planning; the 
need to reduce design and construction time and reduce the burden of contract 
administration on the part of the client. In general terms the above have brought 
increasing pressure to find other ways to plan and co-ordinate, in effect to manage the 
whole design and construction process. Root and Hancock (1996) assimilated the 
literature of Griffith, Naoum and Langford, and Franks and discovered that building 
clients are not happy with the traditional procurement and performance. They 
summarized the fact that changes in the demands of clients are leading to the 
development of new procurement methods. 
This was supported by Bowen, et a/ (1996) when they assimilated the views of Moore, 
Ball, Franks, Hillebrandt and Cannon to conclude that the changes which are now taking 
place in the area of building procurement are due to the fact that demands by clients can 
not be met by the TBPS. Ambrose and Tucker (1999) observed that traditionally, the 
Australian constructio~ industry has utilised only a limited number of procurement 
systems. However, with increasing competition, financial constraints and risk 
minimisation, the need for a more effective and flexible procurement system has become 
essential. The aim is to utilise a system that is best able to deliver the project on time, on 
budget and to the required quality level. 
2.5 CONSTRUCTION INDUSTRY PERFORMANCE OF DEVELOPING 
COUNTRIES 
Ofori (1980) in his research on the Ghana construction industry found that, the formal 
part of the industry is organised along similar lines similar to those of Great Britain. He 
observed that in Ghana the construction process basically follows the stages of client's 
decision to build, commissioning designers, tendering and construction. 
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He drew a parallel line between the lack of details in production drawings and the poor 
quality that was achieved. He said that the involvement of the contractor in the design 
is still a very rare practice in Ghana and drawings seldom provide sufficient solution for 
constructional quality problems. 
According to Edmonds and Miles (1984), when studying changes taking place in the 
construction industry in developing countries, they decided to examine the evolution of 
the British system. They defended their decision by arguing that the British system 
formed the basis of regulatory or organizational framework in so many developing 
countries that its exclusion denies the construction industry the root in the whole 
analysis. They cited an example of the organisation of the construction industry in 
Ghana to have been derived from the British practice. To elaborate further, they said 
that in Ghana the industry inherited the rigidity and compartmentalisation system which 
existed in Britain in the 1950s. From this system of compartmentalisation, resulted the 
system of design departments being separate from construction departments. 
Apart from Ghana, Edmonds and Miles (I 984) found that the construction framework: in 
Sri Lanka is founded on the "received British system" of strict separation of 
responsibility for design from responsibility for construction. They further revealed that 
in Sri Lanka, the transferred British system retains a powerful influence, not only with a 
separation of design from production, but also on contractual procedures that have been 
only marginally modified to suit local needs. 
Although the organisation structure of the developing countries construction industry 
has been borrowed mainly from the United Kingdom, unfortunately these countries have 
not introduced the more recent positive changes and refinement that have developed to 
make the British model work more smoothly. For instance in Ghana, the contractor is 
never involved in the project at the design stage, package deal contracts have not been 
tried and the idea of project management consultancy has not been explored (Edmonds 
and Miles, 1984). 
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Furthermore Wells (1986) was of the opinion that the traditional system has been 
preserved more or less intact in developing countries. The same pattern of fragmented 
organisation is applied mechanically to all projects, large and small, and each 
professional jealously guards his territory at every stage of the building project 
implementation. Worse enough, the traditional system gives professionals very wide 
powers, although they have no financial liabilities. Edmonds and Miles (1984), realised 
that the performance criteria of the construction industry in developing countries has 
been unclear due to the confusion of the policy regarding the public or private sector. 
They cited an example of Ghana where an emphasis sometimes leaned towards 
encouraging the private sector, while at other times the policy has been to boost the 
capacity of the public sector. In Sri Lanka, the emphasis has been to execute 
construction projects through the private sector. 
Nonetheless, although the long term objectives of the public sector differ from those of 
the private sector, the planned economic development policies adapted by the majority of 
developing countries after independence bad something in common. 
According to Chandra. (1990), his experience in India indicated that planned economic 
development in relationship to the management of capital projects implied managing 
time, cost and quality. Further to the above, Edmonds and Miles (1984), revealed the 
fact that in developing countries only a third to one - half of the total time is taken up in t 
the actual construction of the project. This means that money and resources have to be 
committed within departmental budgets long before the project is of benefit to the 
community or the individual. Consequently, the social cost of delays in the pre-contract 
stage may be high. It could be seen from the above that as in developed countries, 
construction industry performance criteria in developing countries are more or less in the 
parameters of time, cost and quality. 
On the other hand, several researchers have described how, upon achieving 
independence, many developing countries embarked upon major infrastructurelhousing 
development programmes only to find that the costs were prohibitive because of the need 
to import materials. 
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Consequently, imports of materials, manpower and equipment were the norm rather 
than an exception. According to Wells (1986), this trend resulted in the rise in 
construction costs generally from between 40 to 60 per cent per annum in Sri Lanka. 
Similar conditions have been noted in Ghana. Wells (1986), explained that in Ghana as 
early as in 1965 an unhealthy reliance upon imported materials amounted to 60 per cent 
of the total project resource inputs. She observed that in Kenya, between1965 and 
1967, there was a sharp rise in construction prices although no indicative figures were 
given. 
In 1967 the Economic Survey Bureau of Kenya cited the inability of the construction 
industry to gear itself to the much higher level of construction activity required by the 
Government for the implementation of its development plans. It therefore seemed quite 
likely that delays and rising prices were indicative of the fact that constraints had 
already developed in the construction sector (Wells, 1986). Edmonds and Miles (1984), 
revealed that in addition to cost and time, there were complaints from of clients about a 
fall in the standard of work completed. They observed that in many instances 
construction standards have been set too high for the requirements of the developing 
countries and costs have, therefore, been higher than they needed to be. 
In support of the above Wells (1986) indicated that in Kenya there seemed to be an 
almost general reluctance among contractors to undertake any kind of high quality 
building work involving complicated finishes or structures. They knew for sure they 
could not meet the consultants' specification, let alone their clients' satisfaction. This is 
probably, why in Sri Lanka the most common fault in specification is over-caution This 
stems from suspicions regarding the technical competence of local contractors, so that 
the factor of safety is expanded to include a "factor of ignorance". Unfortunately the 
costs of over-specification rarely come to light although it is substantial. 
According to Edmonds and Miles (1984), the fall in quality standards in developing 
countries comes from the fact that most of the standards in these countries are 
"imported". Little effort has been expended to modify and adjust them to the practice of 
the local industry. 
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Edmonds and Miles (1984) pointed out the fact that Sri Lanka had retained the quality 
standards found prior to independence in 1946. These specifications had been adopted 
from the then current British standards. They suggested that to be fair, the work 
involved in the task of revision should not be minimised~ incorporation of local 
materials implies a substantial programme of testing, establishment of new standards and 
devising new methods for quality control. While the entire exercise could be too 
expensive for the developing countries, this forfeiture again is at the expense of customer 
satisfaction. 
The consequence of imported standards was revealed by one author who was writing 
about project management in developing countries. Hutcheson (1990), revealed that in 
Vietnam there was a housing scheme funded by the Australian Government. Shortly 
after some of the houses had been occupied, a wind storm of about 144 kph nearly 
removed the roofs from several houses. An examination of the design process came to 
reveal that the designers had been accustomed to temperate codes and had failed to 
adjust to tropical wind loads. 
1.6 ESSENCE OF CHANGES IN PROCUREMENT SYSTEMS IN 
DEVELOPING COUNTRIES 
According to Ofori (1980), the effects of separation of design responsibility from 
production responsibility were evident everywhere in Ghana. He noted that drawings 
were insufficient in terms of details. He, further, recorded that, discrepancies between 
architects' and engineers' drawings were common, and the design would have to be 
changed, sometimes radically and substantially, at an advanced stage in construction. 
Another observation he made was that the above deficiency indicated possible areas 
where conflicts and disputes could arise during construction. 
Similar experiences were recorded in Ghana by Edmonds and Miles (1984). They noted 
that Ghana's construction industry's fundamental problem could be traced to the systems 
and procedures related to the distinct division between the responsibility for planning and 
design and the responsibility for construction. 
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They gave an example that in Ghana, the Public Works Department was responsible for 
consultancy and planning of new developments leaving a state Construction Corporation 
to concentrate on the physical execution of projects. This means, amongst other things, 
that the contractor has no incentive to innovate. 
According to Chandra (1990), the TBPS in India had been preserved more or less 
intact; indeed a number of additional complications had been introduced. This caused 
the construction industry organisation to be so ambiguous that the relationship between 
various participants involved in a project resulted in poor management implementation. 
He revealed that under the TBPS, time and cost overruns were common, making the 
majority of projects uneconomical. In his research he noted that, out of 184 central 
projects which were being monitored, 119 projects had suffered time overruns which in 
some cases were as high as 200per cent. Similarly, 125 projects had cost overruns, in 
some cases going as high as 750 per cent. 
The failure of the TBPS to deliver in terms of time, cost and quality in developing 
countries as it is in developed countries has been one of the driving forces for the influx 
of alternative procurenaent systems. R welamila (1992) surveyed twelve large building 
projects in Botswana where the TBPS was said to be in use. He came up with the resuhs 
which showed that delays had been occasioned on eighty percent of the projects because 
of late design. 
A slightly lower percentage of seventy was recorded in Nigeria during the preliminary 
survey on time schedule slippage occasioned by the design in the project execution as the 
result of using the TBPS (Odeyinka and Yusit: 1997). In their case studies in Nigeria, 
they found that the delays nested in the TBPS had a significant effect on cost overrun. 
They found that loss and expense claims due to delays and fluctuation claims during 
delay period accounted for up to 51 per cent of cost overrun, thus, impacting 
significantly on the cost of housing projects. 
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An example of a cause of a delays occasioned by the use of the TBPS was the late 
issuance of instructions. They revealed that in some cases, instructions from consultants 
had to be waited for upwards of one month. Other sources of delays were incomplete 
drawings. Wahab (1990), concludes that the problems of the Nigerian construction 
industry are many but the notable ones emanate from the separation of design from 
production; that is the leading feature of the TBPS. The end results are that contractors 
do not receive vital production information on time, variation orders are numerous, costs 
soar and disputes over settlement of reasonable unit rates for the extra work arise. 
Valence (1999) was of the opinion that there is a significant trend towards single point 
project delivery and an increasing role of the private sector in providing an infrastructure 
in developing counties. 
2.6.1 Education for Builden 
In developed countries contractors are an important instrument of economic 
development and much efforts have been done to promote their managerial skills. In 
developing countries a contractor is often viewed as an unpatriotic, dishonest 
businessman who, giv~ half a chance, would either use shoddy materials, leave out 
some parts of the structure, make uqustified claims or abscond with advances or loan 
paid to him or influence consultants to certifY unjustified payments to him. 
Ofori (1980) noted that even contractor's initiative to acquire management skills in 
developing cowitries have been far below expectation. He pointed out that in Ghana the 
response from contractors themselves to invitations to attend management and other 
courses has been far from enthusiastic. This, he said, was mainly because of financial 
commitment involved, but many contractors did not see the need for training since they 
make an adequate profit without it. 
According to Edmonds & Miles (1984), the above attitude when added to the 
hierarchical set up of the TBPS make contractors in Ghana be treated as a lackey rather 
than as a partner in the construction process. They are kept in a subordinate position and 
educationally ignored. 
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Further, Edmonds and Miles (1984) observed that the training policy in the construction 
industry in developing countries has focused on upgrading artisan skills only. They cited 
an example of a highly ambitious USD 25,000,000 training scheme in Sri Lanka. This 
targeted over 55,000 construction workers for a three year period initiated by the 
World Bank. They found that although this would encourage participation by 
contractors, it mainly ended up sending artisan and equipment operators. Thus the 
crucial construction management skills were totally overlooked. 
Wahab (1990) pointed out that the lack of education of management skills for 
contractors in developing countries seems to be the norm rather than the exception. 
This probably results in the slow progress in the performance of the construction 
industry. When writing about contractors in developing countries, Wahab (1990) cited 
the example of Nigeria where, apart from barriers of financial guarantees and politically 
non-acceptance in their own country, indigenous contractors lack corporate, managerial 
and technical experience. 
According to Andrews (1990), he himself was identified by ILO Geneva, to head on 
secondment, a substantial construction management programme in developing countries, 
beginning in the African region. An arrangement was made permitting him to do so on a 
part - time basis from mid -1977 to the end of 1981. A guide to the "management of 
construction projects" was developed as a teaching text. 
This guide treated the four basic design stages of briefing, design, construction and 
commissioning as a single process. The general strategy was first initially to some 
sixteen "English Speaking' countries. Experience gained by Andrews from a number of 
countries indicated that, almost none of whom had been exposed before to management 
thinking in construction activities. It became obvious that there was a need to improve 
the management of construction at every level of development. 
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Andrews (1990), noted that almost thirty years after the programme, high management 
ability gained by contractors added to the political turbulence, increasing uncertainty, 
specialisation, internationalisation, economic and environmental pressures and client 
sophistication, and forced the industry to move from the traditional system to more 
rational methods. 
According to Wahab (1990), Dlakwa and Culpin (1990), Ogulana and Olomolaiye 
(1989), and Odeyinka and Yusif(1997); contractors in developing countries are 
entrepreneurs who are in the business of making money at the expense of good 
management. In fact, these contractors have very little ability to plan and co-ordinate 
contracts and hence have very limited knowledge about new construction marketing 
systems. 
2.6.2 Need for Capital Transfer 
According to Valence (1999), clients in developing countries are increasingly using a 
variety of procurement methods, aimed at reducing cost, establishing schedules, 
shortening duration, reducing claims and promoting constructability and inovations. He 
explained that the forces of change behind the Building Procurement System include 
technological changes, advances in regulatory design and the evolution of financial 
market. The popularity of Build - Operate - Transfer (BOT) procurement is growing in 
developing countries as a means of securing private sector involvement in infrastructure 
projects, thereby increasing inVestment from developed countries. 
Mitrovic (1999) was of the same opinion that the growing economies in developing 
countries and rapid urbanisation are creating a huge demand for housing and a new 
infrastructure. In many developing countries their public sector is not strong enough to 
finance the change. So they are turning to the private sector to join in the construction, 
ownership and operation of national housing schemes and infrastructure. He concluded 
that provision of public projects by the private sector, frequently through BOT or BOO 
procurement models is leading to the diversification of the traditional client role. 
29 
2.7 TANZANIA CONSTRUCTION INDUSTRY 
The most recent situation with respect to Building Procurement Systems in Tanzania is 
covered in chapter one under section 1.3. To avoid repetition only forces of changes on 
Building Procurement Systems taking place in Tanzania will be discussed in this section. 
2.8 ESSENCE OF CHANGES IN PROCUREMENT SYSTEMS IN 
TANZANIA 
There are a number offactors that contributed to the downfall of the TBPS and hence 
introduction of new delivery systems in Tanzania. These include the following:-
Commercialization of ParastalalOrganisations: Mlingwa (1981) revealed that the main 
break-away from the controlled public sector traditional building procurement system 
was due to the ever-increasing number of parastatal organizations. These were allowed 
to use their own funds for development and be run commercially. They continued to 
commission building projects (mostly prestigious offices in the city and high - cost staff 
houses) using their own favourite procurement systems. 
According to Wells (1986), the growth in demand for new building works on the part of 
these parastatals, whose share in total building investment increased from 19 per cent in 
1980 to 36 per cent in 1982 and further commercialization of the public sector after 
trade liberalization in mid 1980s have been major factors responsible for the weakening 
of the TBPS by the public sector funded projects and thus, the genesis of other forms of 
procurement systems. To this end, the majority of the parastatals commissioned designs 
and construction direct to consultants from the private sector. In tum these private 
consultants advised their clients to follow the procurement paths which were in line with 
their experience. 
Proliferation of <lIn - house" Professional Teams: Wells (1986) emphasised that a 
further decline of the Traditional Building Procurement System in the public sector was 
facilitated by the proliferation of "in-house" professional teams. 
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This involved designing, supervising building and maintenance work in a number of other 
ministries and in most of the parastatals and hence has enabled them to effectively by-
pass the Traditional Building Procurement System previously advocated by government 
regulations. They adopted alternative systems that could suit their respective projects. 
The National Housing Corporation (NHC) for instance during its inceptio~ the over-
riding objective was quite simply to build houses, particularly low-cost houses. 
However, its current method of operation is quite different. It has set about building -up 
and boosting its own capacity for design and construction. At the moment NHC is 
acquiring plots, designing, building and selling completed buildings 
According to Wells (1986), there is proof of the greater rationality and effectiveness in 
this method of organisation. She further contends that, this may be found in the tact that 
the cost of construction per square foot of living space by NHC, is probably the lowest 
prevailing in East Africa. 
Expansion of Private Sector: Equally important to the proliferation of other forms of 
building procurement systems is the expansion of the private sector after the trade 
liberalization in the mid - 1980's. Nkinga (1996) writes that the public sector is pegged 
against more complex and long - term criteria. He further explains that other 
considerations besides economy are accountability, non - discrimination among potential 
contractors and respect for national and international obligations. 
This argument is similar to the one by Hindle (1993), that the traditional system has been 
held in place in South Africa by the public sector who use the competitive bid method of 
contractor selection for accountability reasons. On the other hand, according to Nkinga 
(1996), the private sector does not follow any set procedure. It simply serves to achieve 
a good economic result for the client in terms of time, cost and quality. 
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The increasing use of alternative procurement systems in the private sector is further 
advocated by Oakman (1997). For the past ten years he has successfully completed at 
least thirteen (13) projects for the private sector with himself as the project manager 
worth above US$ 70m on which other forms of Building Procurement Systems were 
applied. The projects included 250 beds at the Sheraton Hotel; 40 beds at Pangani Game 
Fishing Lodge; 50 Mirambo Street Office Block; new Canadian Chancery (Dar es 
Salaam) and Office Block for Leyland Daf (Tanzania) Limited. 
2.9 SUMMARY 
The performance of the construction industry in any country has been found to be 
measured against the parameters of time, cost and quality. This is largely due to the fact 
that the primary objective of the construction industry is to meet Client needs and 
satisfaction. The client satisfaction has been reflected to projects which are delivered at 
the right time, at an aptimum cost and quality standard. 
From the literature review, the parameters of time, cost and quality have been 
considered to the largely affected by the Building Procurement Systems used. The 
systems determined interaction of different players (organisation structure) duties and 
responsibility of each member within a building team. 
However, it has been revealed from the literature review that the essence of Building 
Procurement Systems changes in developed countries differ from those of developing 
countries. Forces of change in Building Procurement Systems in developed countries 
included:-
Economic changes: That the massive oil prices of 1993/4 resulted to rampant inflation 
and recession to most of the world especially non-oil producing countries. To this end, 
clients and their advisors were under pressure to complete building projects as early as 
possible. Alternative ways of procuring buildings more quickly were, therefore, have 
looked into 
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Information technology: The need for fast exchange of information and growth of 
electronic technology for swift manipulation of construction data has necessitated the 
use of other Building Procurement Systems which can exploit information technology 
than the TBPS 
Educationfor builders: The product of tertiary education programmes, have been 
producing "professional builders". This new generation are equipped with sound 
business skills and practice. They are, therefore, introducing changes in the delivery 
systems to meet client's satisfaction. 
Demand by customers: Clients are in great desire for decreased project delivery 
duration, greater degree of financial planning and risk minimisation. This has brought 
increasing pressure on part of the consultants to look into other ways to plan and co-
ordinate their building projects. 
In developing countries Building Procurement System changes are mainly due to the 
education of builders and the need for capital transfer. The evolution offinancial market 
has called Building Pr9curement Systems which can encourage private sector 
involvement in capital transfer to these countries. That is the reason for popularity of 
BOT procurement system in developing countries. 
The case of Tanzania is not different from other developing countries. In additional to 
the education of builders and the need for capital transfer from developed countries other 
forces of change are summarised as:-
Commercialisation of parastatal organisations: These are being run commercially now 
and they are commissioning building projects using procurement systems which can be of 
benefit to them. 
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electronic technology for swift manipulation of construction data bas necessitated the 
use of other Building Procurement Systems which can exploit information technology 
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Educationfor builders: The product of tertiary education programmes, have been 
producing "professional builders". This new generation are equipped with sound 
business skills and practice. They are, therefore, introducing changes in the delivery 
systems to meet client's satisfaction. 
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has called Building Pr9CUrement Systems which can encourage private sector 
involvement in capital transfer to these countries. That is the reason for popularity of 
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The case of Tanzania is not different from other developing countries. In additional to 
the education of builders and the need for capital transfer from developed countries other 
forces of change are summarised as:-
Commercialisation of parastatal organisations: These are being run commercially now 
and they are commissioning building projects using procurement systems which can be of 
benefit to them. 
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Proliferation of UIn - house" Professional teams: This aspect was a supplement to the 
education of builders. The teams are able to design and manage construction projects in 
a number of ministries and parastatal organisations. Some organisations are able to 
acquire plots, design, build and sell completed buildings to customers. 
Expansion of private sector: This force of change is similar to "demand by customers" 
for developed countries. Public sector advocated the competitive bid oriented systems 




BUILDING PROCUREMENT THEORY 
3.1 INTRODUCTION 
As an aid towards a more logical approach to the selection of the most appropriate 
method from the proliferation of the Building Procurement Systems available, it is 
suggested that the different systems need to be categorised. Several writers and 
researchers have attempted to do so in a number of ways. For example, by the extent to 
which design and construction are integrated, by the amount of risk taken by all 
participating parties, on the basis of the way in which design and construction are 
managed, and by the portion of project tasks that is assigned to the Contractor in terms 
of design, construction and finance. 
3.1 CATEGORISATION OF THE BUILDING PROCUREMENT SYSTEM 
According to the NEOO (1983), the various formal categories of Building Procurement 
System were based on management styles. At one end were traditional arrangements 
where customers were expected to take an active part in the management of their 
projects. At the other extreme, under design - and - build arrangements, most of the 
client's management responsibilities and control were transferred to the contractor. 
Along this spectrum, a number of clients appointed various specialist consultants to 
manage their projects on their behalf and relieve them of tasks and responsibilities. 
The consultant's role could, however, extend further in different directions from 
managing the construction process of both design and construction, to assuming the full 
responsibility for the project from its inception to completion. Alternatively, clients 
could centralise most or all activities under their own management. NEDO (1983) 
report, identified eight categories of Building Procurement Systems, these are:-
(a) Traditional Arrangement : 
In this category clients appointed a consultant designer, usually an architect, as their 
principal protagonist in the project: to design the building, coordinate the contribution of 
other specialists, select the contractor and supervise the construction on site. Design 
and construction are separate, tendering for construction is usually competitive and 
detaiJed design work is largely compJeted before work starts on site. 
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The NEDO (1983) report further revealed that clients in this category were concerned 
about the "market" appeal of their buildings and wanted to retain control over, for 
example, peculiar details of appearance and quality of finishes that would always identifY 
one designer from others. 
(b) Separate Management Function: 
Clients used various specialists to assist them in the organisation and management of 
their projects and to give themselves certainty that their intentions and targets were 
understood and achieved. This category were mainly used by experienced Clients and 
for projects where Clients needed quick completion by specific deadlines. 
(c) Project Management: 
Several clients appointed a project manager to act on their behalf within what still 
remained an essentially traditional arrangement. Project Managers, in this category, 
performed a wide range of tasks; they identified and negotiated for project sites, 
arranged financial backing, formulated initial briefs, negotiated with planning authorities, 
recommended and negotiated with consultants, process plant suppliers and chose 
contractors. 
(d) Management Contracting: 
According to the NEDO (1983) report, the most commonly used arrangement was 
management contracting, where the main contractor was replaced by a specialist in site 
management who worked for a fee. Their appointment at an early stage allowed for an 
early and integrated procurement, planning and site preparation and generally widened 
the range of construction expertise available to the client at this stage. Management 
contractors did not undertake any of the physical work on site, they let the construction 
to contractors in a number of packages, mostly by competition, often on approximate 
bills and co-ordinated and directed the work on site. They brought together and put to 
good use the services of small local builders who individually would not have had 
enough resources to handle the large projects but still had the backing of a large 
contractor's resources and capabilities. 
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(e) Fast Tracking: 
In this category the management contractor's role extended to both design and 
construction. The contract was undertaken by a management consultant specialising in 
what was called a "fast tracking" service. This gave the Client maximum flexibility in 
developing his own requirements together with the assurance that short and precisely 
timed deadlines, dictated by his production process, would be realised. 
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The consultant programmed and co-ordinated all design and construction work and 
provided full time site management. With the help of the professionals appointed to the 
project, he sub-divided the project into relatively small self-contained packages to be 
designed and let for site construction as a sequence, fully interleaving the pre-
construction and construction phases of the project and arranging them around the 
timetable of changes in the customer's production process. 
(f) Integrated Design and Management Contracting : 
The pre-requisite for this category was that the projects had a high process content and 
the service included the design of the process or at least the conceptual layout of the 
process plant. Desi~ procurement of materials and equipment and construction were 
integrated into one comprehensive programme which was backed also by detailed 
procedure manuals defining all working arrangements, responsibilities and lines of 
communication. 
(g) Management In-house by the Customer: 
Sometimes clients decided to manage their projects directly by themselves, using 
approaches that mirrored the various specialist management arrangements described 
above. They all dispensed with the main contractor but used outside expertise to a 
varying extent. 
(h) Design and Build: 
Clients who had chosen this category saw an advantage in the single contractual relation-
ship with the design - and - build contractor, largely because responsibilities were clearly 
defined. 
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They considered also that the success of the arrangement depended as much on informal 
relationships as on formal definition of responsibility. Several clients turned to Design 
and Build after their architect's designs had proved too expensive for their budgets and 
were surprised at the level of savings they had achieved through this procurement 
system. In these and other cases the contractor modified earlier designs or design briefs 
to save time and/or costs, to the good effect. The contractor's concern for the practical 
aspects of build ability and speed was also often visible in the choice of materials and 
components or in the use of special processes and techniques. Some contractors had 
developed their Design - and - Build service around various building systems 
complemented by their own well rehearsed operating procedures. 
Another attempt to categorise the Building Procurement System was made by Franks 
(1984), whereby seven different categories were identified. The basis of Franks' (1984), 
categorisation was the extent of integration of design and construction. The seven 
categories to be examined all incorporate features whereby design and construction are 
brought close together. To that effect Franks (1984), used the ''traditional'' system as a 
datum for comparing the variants. According to Franks (I 984), the seven categories are 
as follows:-
(a) Traditional System: 
The system entails the separation of the design and construction process. The design 
should be fully developed before bills of quantities, and subsequently, tenders are 
prepared. 
(b) Construction Management for a Fee: 
Franks (1984) explained that the essence of the system is that a building contractor 
undertakes to provide the management of the works for a set fee. In principle. the 
management contractor's status is similar to that of the architect (or other consultants) in 
that he is paid a fee for the professional services he renders and he functions parallel to 
the architect. The architect provides the design expertise and the contractor the 
construction management. Franks (1984) further elaborated that the contractor, in this 
category, is appointed much earlier than would be possible with the traditional system. 
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He is able to become a member of the design team and contribute his knowledge and 
experience in construction and management which would enrich the team. 
(c) Package Deal and Turnkey Systems: 
Both terms indicate the nature of the system. According to Franks (1984), the package 
contains everything the client needs for the building and the key that is turned symbolises 
the only action required of the client in respect of the project (other than paying the bill), 
namely, opening the door in order to take possession of the completed and fully 
functioning building and use of it. 
Franks (1984) explains that the single point of responsibility which the package dealer 
offers is attractive to the client. The package dealer will frequently provide a 
comprehensive package comprising site identification and purchase, obtaining planning 
permission and building regulations' approval, soliciting for financing tacilities and 
leasing. 
(d) Design and Build: 
Franks (1984) descri~ Design and Build by differentiating it from the package deal. 
He describes the package deal as involving firms with an interest in providing a semi-
standardised building form which the contractor will adapt to meet the client's 
requirements, whereas the Design-and-Build contractor accepts responsibility for 
designing and building and type of building to meet the client's requirements. 
Franks (1984) further explains that the system provides single point responsibility so that 
in the event of a building failure the contractor is solely responsible. There can be no 
question of "passing the buck" between the architect and the builder as has so often been 
the case in the past. The client's interests are safeguarded in this respect. 
(e) Separate Contracts : 
In this category the architect designs the works to meet the client's needs and arranges 
contracts, on the client's behalf, with a number of separate contractors. 
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Franks (1984) reveals that the system is by no means new but it fell out of favour when 
general contractors undertook the planning, organisation and control of all the specialist 
contractors' work. 
The design may not be sufficiently advanced for drawings and specifications to be 
finalised because "parallel working", with the design and construction process 
proceeding concurrently, is a characteristic of the system. The construction management 
function, traditionally undertaken by the general contractor, is undertaken by the 
architect/manager perhaps with a builder's site manager/agent to assist him. Also Franks 
(1984) indicates that the architect/manager, in taking over the role of the general 
contractor in many respects takes on greater responsIbilities than he would assume under 
the traditional system and in his client's and his own interest, it may be prudent for him 
to take out a performance bond. 
(t) Project Management: 
Franks (1984) explained the role of the project manager by referring to the NEDO 
sponsored Wood Report which suggested that the prime task of the project manager 
would be that of co-ordinating client requirements such that clear instructions from a 
single source can be provided to the other parties involved. Further explanation by 
Franks (1984) is that a significant difference between this category and most of the 
others described is that the client's principal contact is with the project manager, not an 
architect. The project manager is able to act as a leader who can take into account all 
aspects of the project; finance, feasibility, design and time and hold a balance between 
them. The design and construction functions are, however, separated so that those 
involved can act as partners on equaI terms. 
(g) The British Property Federation: 
This category provides for an independent "client representative" who manages the 
project as a whole and who is not involved in it as a designer or contractor. He provides 
single point responsibility for the client and by virtue of his non-involvement in details, 
he is able to concentrate on management. 
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The category creates a design lead~ with overall responsibility for the pre-tender design 
and for sanctioning the contractor's design. 
Whilst the NEDO (1983), report was based upon management styles the NEDO (1985) 
report. categorised the Building Procurement Systems using two measures, that is, how 
management specialists are introduced into the construction team and the extension of 
the responsibilities of one of the participants (say a contractor), across several, formerly 
separate activities (say in design). To this end four categories were identified by NEDO 
(1985) report, as follows:-
(a) "New" Traditional Organisation: 
In this category the approach has been for customers to appoint an architect to design 
their buildings and a quantity surveyor to advise on cost and subsequently to employ a 
contractor to build under the consultants' supervision. Design and construction are 
separate and in principle design is complete before the work goes out for tendering. 
(b) Design and Build: 
According to NEDO (1985) report, design and build category is when the responsibility 
for developing the design devolved to the contractor. Most routinely, customers turned 
to design and build for the advantage of having a single contractual partner responsible 
for delivering their building according to an agreed time and cost. 
(c) Management In-house by the Customer: 
The NEDO (1985) report explains that customers who sought to diversifY into 
development as a rule, employed architects to design the buildings and negotiate with 
planning authorities. On site, they used their own management skills and resources, 
supplemented by regular teams of subcontractors and they were usually motivated by a 
tenant or buyer waiting for the finished building. 
(d) Specialist Management Arrangement: 
In this category falls projects which had used specialist managers, either as management 
contractors who shouldered contractual risks, or under various arrangements. 
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Franks (1987, 1990) again classified the Building Procurement System in more or less 
similar fashion as he did in 1984. 
However, Franks (1987, 1990) categorisation was more inclined to the extent to which 
the builder is engaged in the design and management of the project. In this respect four 
principal categories were identified by Franks (1987, 1990). 
(a) Designer-led Competitive Tender: 
Franks (1987,1990) explains that because most construction work clients seek, at first, 
someone who can express their needs in the form of a design, the designer is, 
traditionally, the leader of the construction process. According to Franks (1987, 1990), 
this '~aditional" approach provides a useful datum for consideration of the other systems 
available. 
Franks (1987, 1990) included "fast - track" within this category. He elaborated that the 
term 'Tast track" has been more subject to varying definitions than any other but the 
overlapping of design and construction as a means of reducing project time is a generally 
recognised characteristic of the term. This overlapping, often referred to as 'ilarallel 
working", can also be achieved by using a modified version of the traditional system or 
by adopting a form of construction management or management contracting. 
(b) Designer -led, Construction Works Managed for a Fee: 
According to Franks (1987, 1990), there are almost as many types of different systems 
under this category. However, all of them have one feature in common, the management 
contractor or construction manager offers to undertake the management of the works for 
a fee. He is, in effect, in much the same relationship with the client as is the architect or 
any other consultant. The actual construction work is undertaken by specialist 
contractors, each of whom is contracted to carry out and complete one or more of the 
work packages which make up the whole of the works. 
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(c) Package Deal 
Terms such as turnkey, package deal, design - and -build have the same meaning and 
they fall within the same category (Franks, 1987, 1990). The range of services offered 
include identifying sites, arranging mortgages, sale-and -leaseback and similar facilities, 
in addition to designing and building to meet client's requirements. The unique feature of 
this category is that the "contractor" is responsible for the whole design and 
construction of the building. 
(d) Project Manager/Client's Representative-led: 
Franks (1987, 1990) descnDed this category in the same manner as he did in 1984 but 
amalgamated project management and the British Property Federation system to fall 
within one category. He further said that the inherent advantage of the Project Manager 
is that the contractor's knowledge and experience of the cost implications and 
buildability of design variables may be utilised to good effect because he contn"butes to 
the design. 
Turner (1990) studied the UK construction industry and came up with a similar opinion 
to those reflected in the NEDO (1985) report. He noted that whilst it is currently 
accepted that design, management and construction can be viewed as discrete parts of 
the Building Procurement System and, for that reason he categorised procurement and 
construction contracts around these three distinctions. He further explained that 
combinations of design and construction or design and management and a distinct 
rdationship of client, consultants and contractors do now occur as each project's 
circumstances develop or dictate. According to Turner (1990), the four categories 
revolving around design, management and construction are as follows:-
(a) Design and Build: 
Turner (1990) described this category as the procurement position where one 
organisation is responsible to the client for both design and construction. He further 
elaborates that such types as the develop and construction, package deal and turnkey are 
actually variations of design and build. 
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(b) Traditional: 
In the traditional system the client appoints consultants for design and for cost control, 
then generally after the design has been taken to anyone of a number of stages, a main 
contractor is appointed to carry out the construction work (Turner, 1990). The common 
variations of the traditional are sequential, accelerated, partial design of parts or elements 
of the works. 
(c) Management: 
According to Turner (1990), it is perhaps significant that the element of "management" 
should have become separated, as "design" and "construction" were already separated. 
He noted that the separation probably carne about because the general perception of the 
construction process was that construction was an industry that was badly managed. 
Therefore a system that emphasised the management process and exposed and explored 
management expertise (which should have been there anyway, but perhaps was hidden 
from the client and consuhants in the traditional system), has corne to the forefront of 
procurement options for many projects. Turner (1990) included management 
contracting, construction management and fee management in this category to be 
common variations of management. 
(d) Design and Manage: 
This category combines some characteristics of "design and build" with those of 
management (Frank, 1990). The peculiar characteristic of this category is that a single 
firm is contracted to provide management, design and construction of the works. The 
common variations to this category are design and manage by the contractor and design 
and manage by the consultant. 
Masterman (1992) categorised all Building Procurement Systems based upon a critical 
element within the design and construction processes, that is, the relationship between 
the two processes. Elaborately, Masterman (1992) categorisation was based on the 
extent to which design and construction are integrated. He added an element of 
management of design and construction for consideration as a critical item for both 
processes. 
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Therefore, Masterman (1992) adopted the following categories:-
(a) Separated and Co-operative Procurement System: 
In this category the responsibility for the design and construction aspects of the project 
are the responsibility of separate organisatio~ that is, design consultants and 
contractors. However, variants of the basic system may also be used which enable the 
contractor to be appointed at an early stage so that he may co-operate with the client, or 
rather client representatives (consultants) in pricing, providing advice on construction 
methods and buildability. In this co-operation, the commencement and completion of 
the project is accelerated. 
(b) Integrated Procurement System : 
Masterman (1992) explains that, in this case the design and construction become the 
responsibility of one organisation, usually the contractor. The client in this category has 
only one organisation to deal with. 
(c) Management-oriented Procurement System : 
The main emphasis in this group is placed upon overall management of the design and 
construction of the project. The construction element is usually carried out by works or 
package contractors and the management contractor has the status and responsibilities 
ofa consultant. Unlike Franks (1984, 1990), Masterman (1992) did not categorise and 
consider the British Property Federation system as resulting from that fact, that it is, in 
reality, a very detailed administrative! managerial framework. In this framework other 
procurement methods can be fitted to suit the requirements of a particular project. TIlls, 
BPF does not exhibit the specific characteristics which would enable it to be placed with 
any certainty into any particular category. 
Categorisation of Building Procurement Systems by Masterman (1992), was supported 
• by Love, et 01 (1998), when they researched the systems proliferation within the 
Australian industry (reffig 3.1). 
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Unlike Mastennan (1992) who did not explicitly descnbe the position of the project 
manager, the categorisation by Love, et aI (1998), clearly explained that project 
management is excluded, as it is considered that a project manager could be applied to 
any procurement method. In other words, to dispel a common misconception, project 
management is not a procurement method. The term merely means that the client has 
employed an agent to assist in undertaking a supervisory and coordination role within 
the project. 
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Gordon (1994) categorised the Buidling Procurement Systems along similar lines of the 
integration of design and construction as Masterman (1992) has done. However, he 
went further to include alternative ways of financing a construction project. In his 
analysis, he noted that any project would constitute three tasks, that is, design, 
construction and finance. His method of categorisation was therefore, based on the 
scope or rather the portion of the project tasks that is assigned to the contractor in terms 
of design, construction and finance. 
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To this end, Gordon (1994), identified three categories of Building Procurement 
Systems as follows:-
a) Separate Design and Construction: 
Gordon (1994) referred this to be a common contracting method, often called the 
"traditional method". It consists ofa separate designer, a general contractor 
(responsible for construction only), and the client responsible for project financing. 
b) Design - Build: 
The need for shortening the duration of projects by overlapping design and construction 
and/or elimination of bidding time allowed a contractor to participate in the design 
process, thus augmenting the design and construction experience (Gordon, 1994). Such 
tasks as value engineering, construcbDility analysis and cost estimating provide incentives 
for the contractor to save the owner's money. Therefore, the design - build team is a 
single entity that performs both design and construction of a project. The team can be 
one company or a partnership of firms. However, the financing aspect for the project 
remains to be the respoDSlDility of the building owner. 
c) Design - Build - Finance: 
As the result of financial constraints, the owner must decide if the project can be more 
efficiently financed, either for the short term or long term, by the owner or contractor. If 
the later option is feasible then a one business entity may perform the design, 
construction and long-term financing and sometimes temporary operation of the 
project. At the end of the operation period which can be many years, operation of the 
project is transferred to the owner (Gordon, 1994). 
In support of Gordon's (1994) approach, McDermott and Jaggar (1996), explained that 
the use of build, own, operate and transfer arrangements (or known alternatively, as the 
concession method), were sought and encouraged by government as a means of 
obtaining private sector finance for projects. A ditfelent approach that was used by a 
group of authors and researchers to categorise BPS was based on risk allocation and 
apportionment. 
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Flanagan (1990) illustrated the apportionment offinancial risk between the Client and 
the Contractor when using various procurement systems as illustrated hereunder:-
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Figure 3.2. AUocation of financial risk (Flanagan, 1990) 
However, Masterman (1992) rejected the adoption of risk allocation by Flanagan (1990) 
based on the contention that this method would only result in categorization which 
would be based upon single characteristics of procurement system, that is, financial risk. 
Nonetheless, in support of Flanagan (1990), Sawcmk (1996) categorised BPS based on 
risk apportionment. 
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Before elaborating on those categories, be outlined factors that may influence risk 
apportionment in the building industIy as follows:-
(a) The complexity and uniqueness of the project 
(b) The employer's involvement with the design process 
(c) The employer's involvement with the construction process. 
(d) The required speed from inception to completion 
(e) The required degree of price certainty 
Furthermore, Sawczuk (1996), analysed the risks contained within the various 
procurement systems. He classified them as follows: 
(a) Pure and Particular Risks: 
These are usually covered by appropriate insurance and include injury to persons or 
damage to property by fire, storm, water, collapse, subsidence and vibration. 
(b) Fundamental Risks: 
This category includes damage arising from war, nuclear pollution, supersonic bangs, 
etc. and they are all the subject of statutory liability. No insurance cover is usually 
available or required. 
(c) Speculative Risks: 
Amongst the risks contained in this class are losses arising out of exceptionally adverse 
weather, unexpected ground conditions, unforeseeable shortage of labour and materials 
and other similar problems which are beyond the control of the Contractor. The 
responsibility for the risks within this category can be apportioned in advance between 
the client and contractor. 
According to Sawczuk (1996), there are many Building Procurement Systems available 
but generally they can be grouped together under four main procurement categories 
which are outlined below. This categorization is based on the risk allocation! 
apportionment. 
49 
(a) The Traditional System: 
Sawczuk (1996) explains that one of the main aims of the traditional system is to spread 
the risks equally between the Client and the Contractor. He cited examples of liability 
for delays in completion of the project and the procedure for calculating the final price to 
be clearly stated in this system. 
(b) The Design and Build System: 
Sawczuk (1996) grouped turnkey, package deal and build-operate-transfer systems 
under this category. He explained that clients see the design and build contract as an 
opportunity to transfer the majority of the risk to the Contractor and at the same time 
give cost certainty to the client. However, the risk the client takes is that he should 
know what is required at the outset and stick to it as chang~ once the contractor has 
been appointed, could be costly. 
(c) The Management Contracting System: 
The meaning given by Sawczuk (1996), with respect to management contracting, is 
similar to that offered by other authors, that, the managing contractor is appointed on a 
fee basis. Furthermore, the managing contractor does not usually carry out construction 
work himself, but co-ordinates and is responsible for the letting of a series of work 
packages. Sawczuk (1996) explains that, as the managing contractor is part of the 
employer and consultant team, there should be a reduced risk of claims from the 
construction site, as the managing contractor is selected for their expertise to control the 
works, and acts as a buffer and filter for any claims arising from the works contractor. 
(d) The Construction Management System: 
Sawczuk (1996) warned that if the client wants to avoid risks then this is the system to 
avoid. Sewczuk (1996) elaborates that under this system the client appoints a 
construction manager who is responsible for organising the tendering together with 
managing and co-ordinating of work packages. Each works package contractor enters 
into a direct contractual relationship with the client. Under this system, explains 
Sawczuk (1996), the client has complete control of the project but with it comes all the 
risks. 
so 
Sawczuk (1996) concluded that all the various procurement routes contain risk and it is 
for the client to decide how to distribute that risk. The more the risk is passed on to 
others, the more likely the cost of the building contract will rise, as the Contractor 
includes a sum of money to cover an increased share of the risk. 
Although each contract carries its own degree of risk across all aspects of construction 
work, it is difficult to give a value to the degree of risk. However, Sawczuk (1996) 
illustrated in a simple comparative method the apportionment of risk between the client 













Fig. 3.3 Risk apportionment between employer and contractor (Sawczuk, 1996) 
Cheung (1997) considered risk allocation in the building industry to be an essential tool 
for construction project management. He defined risk as "the exposure to the probability 
of economic or financial loss or gain as a consequence of the uncertainty associated with 
pursuing a particular course of action". 
He further noted that risk planning in building contracts is, therefore, an integral part of 
overall risk management in construction project management. He then concluded that a 
party to a contract should bear a risk, where the risk is within the party's control and 
further suggested that Building Procurement Systems should be categorised based on 
this, although he did not attempt to give his own categories. 
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The approach adopted by Masterman (1992) to classifY the Building Procurement 
Systems was supported by Hardcastle, Tookey, Longford, Chair and Murray (1999). 
They classified them as the separate I co-operative system, integrated procurement 
system and management procurement system Edum·Fotwe, Thorpe and McCaffer 
(1999) elaborated further:-
(a) Separated system: 
Is often viewed as the traditional procurement strategy for the industry and involves a 
divided responsibility for the different phases of the process. For example, the activities 
making up the conceptual and construction phases are undertaken by several 
organisations operating from different establishments, but who act in supposedly close 
co-operation to achieve the project, and who are individually accountable directly to the 
client. 
(b) Integrated system: 
The need to minimise project risk as a result of the divided responsibility in the 
separated system, and thereby accentuate client satisfaction, led to the evolution of the 
integrated system. In .this system a single point of responsibility is adopted for the 
client's procurement whereby several phases of the whole process is assigned to one 
organisation. Examples of these integrated systems include the design and build, 
turnkey, package deal and build·own.operate.transfer contracts. 
Ambrose and Tucker (1999) did not elaborately classifY the Building Procurement 
Systems into a readily understood system. They explained that the most common 
procurement system features in varying degrees include:· 
• Complete documentation before construction 
• Cost control 
• Time management 
• Quality control 
• Appropriate risk sharing 
• Client management I co.ordination responsibility 
S2 
• Competitive tendering 
• Contractor input into design, and 
• Minimal variations. 
3.3 TYPES OF BUH..,DING PROCUREMENT SYSTEMS. 
Apart from categorisation, an investigation into different types of Building Procurement 
Systems is one of the major concerns of this study. The purpose of this part of the 
literature review is therefore to identifY the prevailing types of Building Procurement 
Systems in the construction industry. With regard to different types of Building 
Procurement Systems, different authors came up with a number of avenues in which this 
can be achieved. (ref3.2 above) For the purpose of this study, the author is of the 
opinion that categorization based on integration of design and construction is not 
adequate on its own. This is simply because in Tanzania, and probably in other 
developing countries; the financing of construction projects bears more or less the same 
weight as the design and construction. 
Therefore, an analysis of different Building Procurement Systems will also incorporate 
alternative methods of financing the project parallel to the integration of design and 
construction. Under this approach nine different types of Building Procurement 
Systems are envisaged: 
(i) Traditional Building Procurement system 
(ii) Design and Build 
(iii) Develop and Construct 
(iv) Construction Management 
(v) Project Management 
(vi) Turnkey and Package Deal 
(vii) Management Contracting 
(viii) Design and Manage 
(ix) Build - operate - Transfer 
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3.3.1 Traditional Building Procurement System (TBPS) 
According to Franks (1984), the TBPS is the type of Building Procurement Systems 
where an arrangement requires the design to be fully developed before tenders are 
prepared. In this case, both the design and construction should not proceed 
concurrently. He went on to elaborate that, the need for the design to be fully developed 
at the time of going to tender leads to an "end - on" designlbuild arrangement. 
To elaborate the foregoing scenario, Naoum (1989) defined the TBPS as "the method of 
procuring a building in which independent of professionals (that is, architects, 
engineers and quantity surveyors) are employed by the client to complete the design 
work. The client then enters into a separate contract with a building contractor to 
construct the designed building'. This definition is well supported by many other 
authors. For instance Turner (1990) was of the opinion that in practice it is not the 
designer's role under the TBPS to be the manager of the construction. 
He emphasizes that in the TBPS the client appoints consultants for design and for cost 
control independently. Then, generally, after a design has been completed, a main 
contractor is appointed to carry out the construction work in accordance with the design 
and specifications. 
According to Masterman (1992), the TBPS was commonly used before the end of the 
1700' s or beginning of the 1800's when clients had for many centuries traditionally 
employed craftsmen on an individual basis, under the supervision of a master mason. 
His explanation of the TBPS was based on the fact that, the client appoints independent 
consultants (on a fee basis), who completely design the project and prepare tender 
documents. Competitive bids, often on a lump sum basis, are obtained from the main 
contractors. The successful tenderer enters into a direct contract with the client and 
carries out the work under the supervision (not management) of the original design 
consultants. 
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Mastennan's (1992) critical analysis of literature reveals four basic characteristics of the 
TBPS, which are~ 
(a) project delivery is a sequential process 
(b) the design of the project is largely completed before work commences on site. 
( c) the responsibility for managing the project is divided between the client's 
consultants and the contractor. There is no direct involvement by either of the 
parties in the other party's activities. 
(d) renumeration of the client's consultants is normally on a fee and expenses basis 
whilst the contractor is paid for the work completed on an admeasure or lump sum 
basis. 
To sum up his work" Masterman (1992) concluded that the TBPS and all the systems 
malcing up the separated and cooperative category (hybrids of the TBPS) have one 
fundamental characteristic in common. The responsibility for the two main elements of 
"design" and " constructioti' is vested in two separate organizations - the design team 
and the contractor. 
A good number of authors support the contention that project delivery is a sequential 
process under the TBPS. For instance, Hindle and Rwelamila (1993) emphasised that 
the TBPS is a system where a linear relationship exists between each of its key activities. 
According to these authors, the design is developed first, bills of quantities and other 
descriptive documentation are then prepared, tenders invited and a contractor is selected 
and construction is commenced, with a full set of working drawings and schedules. 
Ndekugri and Turner (1993), described the TBPS as the approach which entails the 
client engaging separate organisations for three key services; design, cost advice and 
construction. According to them, by and large,the contractor is not appointed until the 
project is completely detailed in accordance with the design of the architect and the cost 
advice of the quantity surveyor. They further explained that the professionals involved 
are educated in professionally distinct courses and practically they belong to separate 
professional institutions. 
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Gordon (1994) and Walker (1996) also noted that the TBPS involves the client 
appointing a separate design consultant to develop a design to a point where a project is 
put to competitive bidding on the basis of which building contractors submit lump-sum 
quotations of cost and time to complete the work. Under the TBPS the contractor is 
respol1S1ble for construction only. Thus he has no input at the design development stage 
nor influences the construction of the design. 
Appointment of the design team under the TBPS would involve the client contracting 
with the architect to undertake architectural design and also to act as the principal design 
consultant (R welamila and Ngowi, 1996; Ngowi, 1997). A separate contract may be 
entered into between the client and the structural engineer and quantity surveyor. 
Alternatively, the client may enter into a main consultancy agreement including 
architectural, engineering and quantity surveying input followed by sub-consultancy 
agreements between the principal consultant and other sub- consultants. Later a 
separate contract is entered into by the client and the contractor (builder) 
3.3.2 Design and Build. 
Under the Design and Build category, the contractor accepts responsibility for designing 
and building any type of building to meet the clienfs requirements (Franks, 1984). 
According to Turner (1990) and Masterman (1992), the Design and Build procurement 
system is an arrangement whereby one contracting organisation takes sole responsibility, 
nonnally on a lump sum fixed price for the bespoke design and construction of a client's 
project. Further to that, Masterman (1992) listed three fundamental characteristics of 
the Design and Build system, namely:-
(a) the responsibility for design and construction lies with one organisation 
(b) renumeration is generally by means of a fixed price lump-sum 
(c) the project is designed and built specifically to meet the needs of the client. 
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Ndekugri and Turner (1993) and Gordon (1994) made reference to Design and Build to 
in that the procurement strategy entails a single business entity acting as the contractor 
carrying out to completion and being the sole party responsible for, not only the field 
operations (including the marshalling and allocation of manpower, equipment and 
materials), but also the design of the worlcs. In forming the Design and Build business 
entity the team can be one company or an association of firms, that is a consortium 
(Gordon, 1994). Contrary to the TBPS which is carried out in sequential form, the 
Design and Build by its nature is conducted in a mainly overlapping manner. The design 
is completed whilst construction is already underway, resulting in early completion of the 
project. The above is in line with Boudjabeur's (1995) opinion when he explained that 
the Design and Build system provides the necessary multi-disciplinary approach and 
integration because it forms a designer - contractor teamwork at an early stage of the 
process. He further explained that the Design and Build system vests the authority, and 
so responsibility, of both the design and construction within one organisation, that is the 
contracting side of the industry, from initial briefing to the production of the finished 
building. 
However, the categorization by Sasillo and Mansfield (1995), was not clear because they 
seemed to have combined different types of Building Procurement Systems within one 
explanation. In their explanation they stated "All - in - contract is sometimes called a 
Package Deal, Turnkey or occasionally a Management Contract or system. - in this 
contract system a firm with adequate and proven management capacity is appointed as 
a management contractor to organise design and construct on behalf of the employer'. 
The above description groups together different scopes of design, construction and 
financing assigned to the contractor and hence needs to be separated. Package Deal, 
Turnkey, Management Contract should be separated from the Design and Build system 
which seems to have been explained in the above statement. 
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The explanation by Mohsini, Sirpal and Davidson (1995), and the definition by Songer, 
Molenaar and Robinson (1996), cleared the confusion created by Sasillo and Mansfield 
(1995), when they described Design and Build procurement system as the method 
whereby one entity or consortium is contractually responsible for both design and 
construction. Also Konchar and Sanvido (1999) were of the same opinion that Design 
and Build is a project delivery system where the owner contracts with a single entity to 
perform both design and construction under a single design-build contract. Contractually, 
Design and Build offers the owner a single point of responsibility for design and 
construction services. 
3.3.3 Develop and Construct 
This is the procurement system whereby both the consultant and the contractor are 
involved in the design stage but in the sequential or linear form. Turner (1990) 
explained the Develop and Construct system as the method whereby consultants design 
the building required to a partial stage, often called a "scope design". Thereafter 
competitive bids are obtained from different contractors that develop and complete the 
design and then construct the building. 
Masterman (1992) detailed the description of the concept of Develop and Construct. 
His description was based on the fact that the client's consultant is provided with a brief, 
which he may also help to formulate, from which he prepares conceptual drawings, 
sketch designs and a site layout often including the disposition of individual buildings and 
their plan forms. The contractor then develops the conceptual design, produces detailed 
drawings, chooses and specifies materials and submits these proposals with his bid in the 
same way as with design and build. 
Walker (1996) explained the Develop and Construct system as the procurement 
approach which provides for an organisation to be contracted by a client to manage the 
design and construction processes. In this explanation two fundamental aspects could 
be easily seen as missing: first is the input of consultants appointed by the client at the 
onset of the design. Secondly, the contractor is required to develop the design as it is 
created by the client's consultant and not to manage it. 
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3.3.4 Construction Management 
According to Franks (1984), the essence of the system is that a building contractor 
undertakes to provide the ''management'' of the works for a set fee. He explained 
further that the contractor's fee usually includes the cost of the items which appear in the 
preliminaries bill in the TBPS. The construction management contractor nonnally does 
not undertake the building works himselfbut a subsidiary company may tender 
competition with other specialists. For clarification, writes Howes (1988), the client 
enters into an individual contract with the management contractor (for the management) 
and with other contractors for the various work packages. Under the Construction 
Management System the contractor is appointed much earlier than would be possible 
with the TBPS. Also the contractor is able to become a member of the design team and 
contribute his construction knowledge and management expertise. During construction, 
such a manager has the power to negotiate and supervise all contracts and subcontracts 
of the project. 
Howes (1988) clarifies that the Construction Management Contractor can not share any 
of the profits made by those working for him, nor would he take a percentage of their 
turnover. The services provided for managing all the works contractors to deliver the 
project is paid directly by the client in the fonn of either a fixed fee or a fee as a 
percentage of the cost (Gordon, 1994). The works contractors individually enter into a 
direct contract with the client, then the construction manager acts as the employer's 
agent when dealing with each of the separate contractors (Turner,. 1990 and Masterman, 
1992). 
According to Howes (1995), the essence of construction management enables the 
designer to design and the construction manager to manage the wor~ contractors. 
Initially the architect remains the manager of the design process with the construction 
manager providing assistance on build ability, procurement options (for separate 
packages), programming and value engineering. This changes at the construction stage 
when the construction manager becomes the principal agent managing the whole 
process, issuing the trade packages including the selection and awarding the sub-
packages to trade contractors. 
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Emmitt (1996) in one of his literatures advocated the use of Construction Management 
System and explained that architectural education does not teach architects to build, it 
teaches them to design, therefore the adoption of construction management by architects 
is a new direction requiring a more specialised discipline. In the Construction 
Management System the contractor acts as a consultant builder appointed by the client. 
He provides significant professional management services on the practicability of the 
design and the expected construction method to be employed. The client enters into 
direct contracts with trade contractors and other specialists to undertake the works but 
are all mobilised, supervised and managed by the construction management team 
(Gidado and Barter, 1996~ Walker,I997). 
According to Konchar and Sanvido (1999), under the Construction Management, the 
owner contracts separately with a designer and a contractor. The owner contracts with 
the design company to provide a facility design. The owner selects a contractor to 
perform construction management services and construction work: for a fee, in 
accordance with the plans and specifications. 
3.3.5 Project Management 
According to Franks (1984), the time - honoured client - architect - builder relationship 
was sometimes inadequate as a system for constructing buildings within budgeted cost 
and tight time schedule. There was a need for someone to manage the project as a 
separate, distinct member of the construction team - a project manager. 
Further elaboration by Franks (1984) is that the person appointed to the project 
management function must have a good knowledge of design procedure, contruction 
economics and construction methods. He (Franks,1984), analysed the NEDO 
sponsored Wood Report and revealed the suggestion in the report to the effect that the 
project manager's prime task would be that of co-ordinating client requirements such 
that clear instructions from a single source can be provided to the other parties involved. 
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The above explanation is in line with what was described by Hibbert (1988), who was of 
the opinion that the emergence of project management was necessitated by the need for a 
greater degree of emphasis to be placed on the management control of construction 
projects right from inception through to commissioning. His clarification on the 
qualities of the project manager coincidently was similar to that of Franks (1984), when 
he emphasised that project management should be a discipline requiring a professional 
approach, a keen understanding of both the professional design languages of the project 
as well as the contractors. It was further suggested that, above all, there should be a 
demonstrated ability to be able to manage both people and the system to ensure the 
successful outcome of the project. In his summary, Hibbert (1988), concluded that 
project management is the discipline required on a project development to evaluate and 
establish prime objectives clearly in the areas of function, quality, time and cost, and 
subsequently to DloDitor and CODtrot project performance in order to ensure that these 
agreed budgets are met. The emphasis here must be to have full contro~ with a very 
clear point of responsibility aimed at achieving the goals. 
The above conclusion by Hibbert (1988) supports the rather emotive statement by 
Powell (1988), himself an architect, when he was violently opposed to project managers 
taking a principal agent's role without having the necessary expertise. He referred to this 
type of project manager "... the profession with no teeth to be effective - no 
responsibility - no liability - but bigfees .... ". He believed that project management is 
another word for the management of resources to achieve objectives within a given time 
span. 
Project management requires a knowledge of priorities, that is, optimum management of 
resources and priorities in the design and documentation stage and to manage resources 
and priorities in the erection and completion of a building stage. Hindle and Rwelamila 
(1993) observed that project management takes the dual role from the architect. It 
allows co-ordination and supervision to be carried out by one member of the team who is 
dedicated to the task. 
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Therefore it is evident that the overall planning, control and co-ordination of a project 
from inception to completion, meeting constraints such as time, cost, product quality and 
client satisfaction is the fundamental responsibility of the project manager (Aouad, 
Kawooya and Price, 1996). 
3.3.6 Turnkey and Package DeaL 
The term "Turnkey" is used synonymously with the term "'Package Deal" by many 
authors and in this literature review will be used interchangeably. According to Franks 
(1984), the package contains everything the client needs and the key that is turned 
symbolises the only action required of the client in respect of the project (other than 
paying the bill), namely, opening the door in order to take possession of the completed 
building and then use it. Package dealers provide buildings rather than designs. They 
frequently advertise their services and I or product in newspapers and journals read by 
the people who are likely to make decisions regarding their finns' future building needs. 
They may offer to find a site in any part of the country where, say, government grants 
are available to the client in order that he has an incentive to expand his business in that 
area. In addition the dealers may undertake to obtain planning permission and building 
regulations approval, ~ out construction and even arrange a mortgage, sale and lease 
back or similar facilities. 
According to Turner (1990), the term turnkey is used, when the key is perhaps meant to 
symbolize the client's only required action, in addition to paying money. He further 
noted that speculative, private housing is a prime example of turnkey. Further 
elaboration on the Turnkey System is that competing contractors may use a significant 
part of their own or another's proprietary building system or they may be constructing 
variations of a repetitive theme. 
The significance of this system is that buildings are provided rather than the innovative 
designs. Turner (1990) elaborates that a package dealer may also offer to provide or to 
find a site, to sell, mortgage or lease his product. Masterman (1992), on the other hand, 
regarded the package deals to be different from the turnkey system in this respect. 
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(a) Design: 
The package deal system virtually provides an off the shelf product. The idea is for the 
client to be able to buy a suitable building in the same design as ifhe is purchasing any 
other large consumer article. The turnkey system mitigates the weakness of package 
deal because the idea of the purchasing the design off the shelf is attractive in theory 
because an adapted standard product is unable to fully satisfY the needs and criteria of 
the majority of the clients. 
(b) Ending of the responsibility: 
The package dealer ends his responsibility after the building has been completed. The 
responsibility of the turnkey contractor is often extended to include the installation of 
equipment, recruitment and training of property management and operatives. 
(c) Funding : 
The package deal system does not indicate the source of funding but it only explains 
that the client pays the dealer at the end of the project. The turnkey method extends 
the contractor's obligations to include the arrangement offunding for the project. Apart 
from the above characteristics, the turnkey and package deal methods generally echo the 
features of one another. The turnkey team or package dealer is one business entity that 
perfonns the design, construction and construction financing of the project (Gordon, 
1994). Accordingly, the client is involved in relatively 1ittle design, and a contractor is 
appointed to undertake the principal part of the design and construction the work. 
Payment is made at the completion, when the contractor turns over the "key" 
(Boudjabeur, 1995). 
3.3.7 ManagelDent Contracting 
Naoum (1989) described the Management Contracting as the method of carrying out a 
construction project where a contractor is appointed at the pre-construction stage and 
paid on a fee basis, to manage and deliver the project. The fee comprises a percentage 
for profit and fixed overheads. All construction work is carried out by sub-contractors, 
selected and appointed in consultation with the client and his professional advisers. 
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This form of procurement is not considered as pure "management" because apart from 
employing subcontractors to deliver the project the manageme'nt contractor can, himself, 
provide a considerable proportion oflabour, materials and plant. He is also often heavily 
involved in the application, as well as the management of the works (Turner, 1990). 
Masterman (1992) agrees with Turner (1990) that management contracting is the 
method whereby, in exchange for a fee, the contractor agrees to carry out building works 
at cost. Furthermore, Masterman (1992) explains that the management contractor 
provides some limited management expertise to the client and his design team. 
However, Masterman (1992) differs with Turner (1990) in one aspect, that the 
management contractor does not carry out any of the construction work himself. The 
actual work is divided into a series of separate packages, generally for different trades or 
functional elements of the building to be undertaken by individual subcontractors. 
Masterman (1992) clearly indicated the difference between construction management 
and management contracting by explaining that in the former case, the client enters into 
contracts with package contractors whereas in the latter case, it is the management 
contractor who usually enters into contracts with works contractors for the 
implementation of these packages. 
According to Teo and Ofori (1999), Management Contracting originated in USA in the 
1940s. They described Management Contracting as a professional service offered by a 
management organisation, often the general contractor, to the client, to manage both 
design and construction stages of a development project. He is appointed by the client at 
an early stage in the project, to join the professional team to contribute his expertise in 
construction, market intelligence, planning and cost. However, the Management 
Contracting does not execute the actual design or construction work. Actual 
construction is divided into packages and undertaken by various work package 
contractors. The Management Contracting is paid on a fee basis. 
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3.3.8 Design and Manage 
The Design and Manage system combines some of the characteristics of Design and 
Build with those of Management. At one moment in time a single finn may be 
appointed for the project design and management, generally for a fee, and to deliver the 
project by employing works contractors as its subcontractors to design and/or construct. 
Alternatively the project designer and manager is the client's agent who designs and 
manages the works, obtains subcontract tenders from works contractors who then each 
enter into direct contracts with the client (Turner, 1990). 
Masterman (1992) explained that Design and Manage as a procurement system where a 
single organisation is appointed to undertake both design of the project and manage the 
construction operations using package contractors who carry out the actual work. In his 
analysis of the system he came up with two variants similar to those indicated by Turner. 
He elaborated that in case of the contractor variant, package contractors are employed 
by the contractor; whereas when using the consultant variant the works contractors are 
directly employed by the client. 
Further reference to the Design and Manage system is indicated by Boudjabeur (1995), 
when he indicated that under the system, the contractor is employed to undertake the 
majority, ifnot all, of the design and is responsible for the overall management of the 
project. On the other band, Emmitt (1996) referred to Design and Manage as the 
procurement route which allows the architect (the designer), to communicate directly 
with trade contractors and eliminate the main contractor. 
3.3.9 Build - Operate - Transfer (B01) 
Tiong, Yeo and Mc earthy (1992) explained that the build - operate - transfer concept 
represents a step forward in meeting the needs of developing countries for more capital 
investment in infrastructure and industrial construction. They commented that the BOT 
model of project management has been heralded as bringing a new age in contracting, 
particularly in the developing world, through private - sector franchising of the building 
and operating of major projects. 
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According to Gordon (1994), the BOT system is when one business entity is appointed 
to perform the design, construction, long·term financing and temporary operation of the 
·project. At the end of the operation period, which can be many years, operation of the 
project is transferred to the owner. 
Tam, Li and Chan (1994), studied the operations of BOT in some countries of South -
East Asia (China, Philippines, Thailand and Indonesia). They came to the conclusion 
that the BOT joint venture provided plenty of opportunities for foreign construction, 
suppliers and financiers. They observed that it attracted private sector involvement in 
infrastructure projects which involved private financiers, consultants, contractors and 
utility operators coming together to build a facility under a concession from a public 
authority. They, therefore, inferred that the BOT system was likely to overwhelm the 
building industry in South - East Asia in the next 30 • 50 years. 
Tiong's (1995) analysis revealed that the BOT system has two main components in its 
tender, that is, technical design and the financial package. He commented that the ability 
of the competitor to provide an attractive financial package has a greater impact in 
winning the concession than the project's physical design. 
He further elaborated that the package's technical solution may not be strongly 
supported especially ifit is a political concession. Haley (1996) was of the opinion that 
the BOT strategy was being introduced in both developed and developing countries as an 
alternative way to finance infrastructure and industrial projects, both small and large. He 
elaborated that the concept is being used in transportation, energy, sewerage and water 
treatment plants, health care and education. 
Concerning the BOT itsel( Haley (1996) ~Iained that where the private sector is 
granted a concession from the state to build, finance, own and operate a facility and, 
after the time specified in the concession period, is obliged to hand it back to the state. 
According to him, this concept is variously described as BOT, BOOT, BLT, BT and 
BTO depending on the terms of the agreement. 
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The basic components of BOT described by Haley (1996), are as follows:-
• Build design manage project implementation carry out procurement finance construct 
• Own hold interest under concession 
• Operate manage and operate facility carry out maintenance deliver product I service 
receive payment for product Iservice 
• Transfer hand over project in operating condition at the end of concession period. 
In a similar way BOT was explained by Thomas (1997) as a method of construction and 
engineering procurement in which government or a private body offers a concession to 
build a piece of infrastructure, operate it over a number of years and transfer it back to 
the government or private body. The project is usually financed by private equity and 
private finance and the equity share holder reaps their rewards by way of dividends. The 
government's or private body's reward is to obtain a facility which it could not 
otherwise afford. 
According to Thomas (1997), under BOT the government's or private body's 
obligations are to hand over the concession to the concession company, at the 
commencement, approve the design, honour any guarantees and to take back the facility 
at the end of the concession period. The concession company's obligations are to 
design, finance, build, operate and maintain the facility for the duration of the concession 
and to hand back the facility in a good state of repair at the end of the agreed concession 
period. Tiong and Alum (1997) added that the promoter must fully understand the 
government's needs and concerns and be able to address them through the right package 
of the winning elements. 
Taylor (1998) put BOT in perspective when he commented that many engineering and 
construction companies realise that today's customers require more than only design or 
construction capabilities. Instead they require a total solution approach. He emphasised 
that the operation phase of a BOT project presents the greatest management challenge, 
because during this phase, the private investment consortium is able to collect revenue 
from users of the facility. 
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3.4 SUMMARY 
It is clear that each type of procurement system has evolved to suit a particular client or 
projects needs and that each has certain characteristics that can be said to offer different 
strengths and weaknesses. In order to better understand these, different ways of 
categorising Building Procurement Systems have been developed. The approaches range 
from management style, the extent to which design and construction are brought 
together, different ways offinancing building projects to the risk allocation a and/or 
apportionment. A summary of authors and researchers who have attempted to 
categorise Building Procurement Systems is as tabulated below for reference:-
Table 1: Procurement Categorisation 
Author I Researcher 1 2 3 4 
~(1983)~rt • 
Franks (1984) • 
~(1985)~rt • 
Franks (1981) • 
Turner (1990) • 
Franks (1990) • 
Masterman (1992) • 
Gordon (1994) • 
Me Dermott, et al (1996) • 
Love et al (1998) • 
Swaczuk (1996) 
~e,etal(1999) • 
Edum-Fotwe, et aI (1999) • 
~,eta/(I999) • 
Total 1 3 7 1 
Key: 1 = Management style 
2 = Integration of design and construction 
3 = Integration of design, management and construction 
4 = Integration of design, construction and financing 





The table above indicates that the process of Building Procurement Systems 
categorisation is still evolving. There is a clear perception that although the integration 
of design, management and construction is still popular, as the table demands more 
authors it equally pushes to the right to demand more columns for other categories of 
Building Procurement Systems. Therefore, the Building Procurement Systems 
development is proceeding faster than the authors can probably describe in books. 
Nonetheless, from the table above,· it may be concluded that whatever system is under 
consideration aspects of management, design, construction, and more recently, 
financing of building projects need to be looked into in totality. The trend all over the 
world and particularly in many developing countries is towards BOT, BOOT and similar 
systems. This trend was explained by authors as being a means of developing countries 
to seek and encourage private sector finance for building projects. 
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CHAPTER FOUR 
THE SELECTION OF BUILDING 
PROCUREMENT SYSTEMS 
4.1 INTRODUCTION 
Thus far, Building Procurement Systems theory and their development have been 
discussed in general terms. The previous three chapters have examined the history, 
theory and development of Building Procurement Systems and their particular 
characteristics. However, the question ''how can anyone decide about the type of 
procurement system to be used for a given project"? 
This chapter is concerned with clients of the construction industry and their needs in 
terms of achieving success in implementing their building projects. Different types of 
clients have differing needs and it is therefore necessary that these are identified and then 
matched with the procurement systems whose characteristics are most likely to satisfY 
those needs. 
Furthermore, this chapter reviews different methods clients should employ to select the 
correct route so as to ensure a successful outcome to the design and construction 
process. Different authors have tried to provide sufficient guidance so as to make the 
process of choosing the right option less hazardous. 
It is clear that there are several factors which are repeatedly identified as significant 
considerations in Building Procurement Systems selection. Nahapiet and Nahapiet 
(1985) considered types of clients and the client's knowledge and experience in 
commissioning building projects to be among them. Masterman (1992) established that 
specific categories of client determine project success according to different criteria. He 
emphasized that it is necessary for members of the building industry to be aware of these 
various customer groupings and their basic characteristics. This assists in the selection 
of the most appropriate procurement system for the particular project. 
Further to the above, Masterman and Gameson (1994) elaborated that clients are not a 
homogeneous organized group of individuals, or organizations, and are thus unable to 
apply uniform standards from their own, or consultants' knowledge of available 
procurement systems. 
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Masterman and Gameson (1994,1997) also cited the quote by John Brandenburger, a 
founder member of Ove Arup, as saying, ''Clients are simply an assorted collection of 
men and women seeking advice from a member of one or more of the professions." To 
this end, many authors have acknowledged that a range of clients exist, and certain 
classification of client types have been produced. This diversity of clients undoubtedly 
affects the nature of client's interaction with professionals during the early phases of the 
procurement of their buildings (Masterman and Gameson, 1997). 
4.2 CATEGORISATION OF CLIENTS 
Nahapiet and Nahapiet (1985) attempted to categorize clients based on two important 
attributes: (a) whether they are primary or secondary constructors and (b) their level of 
project experience. Further elaboration was that, primary constructors are those clients 
such as property developers, whose main business and primary income derive from 
constructing buildings. Secondary constructors are those for whom expenditure on 
constructing buildings is a sma1l percentage of their total turnover and for whom 
buildings are necessaty in order to undertake some other business activity, such as 
manufacturing. 
An attempt by Franks (1990) revealed that clients of the construction industry range 
from those who commission building works once or twice in their lifetime and do not 
know what to expect, to those who are, in effect, ''professional'' clients with regular 
projects, clearly defined needs and high expectation. To this end, he came up with five 
categories of Clients as follows:-
Category A: "Occasional" Clients who build for their own use or occupation such as 
church authorities, public service utilities, industrialists, manufacturers, 
commercial undertaking and medical practitioners. 
Category B: Those acquiring land and/or property and developing them to let on their 
own behalf or to sell to pension funds or similar investors 
Category C: Housing associations; both local authority backed and private. The 
category includes associations providing homes for the elderly 
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Category D: Local authorities at district and County level 
Category E: Health care bodies; National Health Service and private sector. 
Birrell's (1991) categorization was based on the client's knowledge of Building 
Procurement Systems. He explained that a client whose knowledge of the Building 
Procurement Systems is considerable, creates greater potential to reap the full benefits of 
construction management or designlbuild approaches. The other group of clients whose 
knowledge of Building Procurement Systems is small could be served by the traditional 
or construction management approaches. 
According to Masterman (1992), Clients have traditionally been divided into the two 
basic classic categories of public and private organizations. However, Masterman 
(I 992) adds that it has also now been universally acknowledged that subdivisions of 
these categories have existed with the two main divisions relating to: (a)the client's 
experience of implementing building projects; and (b) whether or not they are "primary" 
or "secondary" constructors. 
The definition of ~ence by Masterman (1992) is based upon the frequency with 
which clients commission building projects. He suggested that those organizations who 
only cany out the construction of a new building project once every five years or more 
should be categorized as inexperienced and those who carry out building projects on a 
continuous, or regular basis, that is more than once every five years, should be described 
as experienced. 
The other main subdivision by Masterman (1992) of the public and private categories, 
refers to the relationship of the client's business activities to the completed building 
project. He identified primary constructors as those whose main business activity and 
primary source of income derives from constructing buildings for sale or lease. 
Secondary constructors are those who require buildings to house and undertake their 
main business activities and whose expenditure on construction represents a small 
proportion of their annual turnover. 
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Gameson and Masterman (1994,1997) in their attempt to categorise clients made a 
reference to a survey by Newman et al (1981), which produced a list of 18 client types. 
Nonetheless, the entire list depicted different client sectors, primarily with the distinction 
between public and private sectors. Gameson and Masterman (1994, 1997) cited 
explanations by Turner (1990), that public clients have one distinct characteristic 
derived from the need for public accountability. Therefore, there is a tendency for this 
sector to use a system of building procurement where direct comparisons can be made. 
Further to the above, Gameson and Masterman (1994, 1997) cited Hillebrandt and 
Morledge to elaborate that the level of experience of clients greatly influences the 
method they use to appoint some form for adviser to assist in the development of their 
building requirements, and ultimately select procurement systems. To that end Nahapiet 
and Nahapiet (1985); Gameson and Masterman (1997), proposed that the categorization 
of clients should be based upon the following characteristics, whether they are primary 
or secondary constructors and notwithstanding their level of construction experience. 
They suggested the following definitions: 
Secondary: Clients. for whom expenditure on constructing buildings is a small 
percentage of their total turnover, and for whom buildings are necessary 
in order to undertake a specific business activity, such as manufacturing. 
Primary: Clients such as property developers, whose main business and primary 
income derive from constructing buildings 
Inexperienced: No recent and relevant experience of constructing building, with no 
established access to construction expertise 
Experienced: Recent and relevant experience of constructing certain types of buildings, 
with established access to construction expertise either in - house or 
externally. 
73 
Concerning experience, Birrell (1991) clarified that an important issue to raise is that 
client experience cannot solely be based upon the premise that they have previous 
experience of building alone. The critical factor in such a case is whether a client or 
organization has previous experience of a particular type of a building. Birrell (I 991) 
used the example of airport authorities. They may have built an enormous amount of 
expertise over the years in the construction of airport terminal buildings. However, 
faced with the requirement for a new corporate head office building, the level of previous 
expertise, within their organization of this type of building would be limited in 
comparison to that of producing terminals. 
There is thus a consensus of opinion among most researchers, authors and authorities 
that clients can be categorized firstly, as public or private, then as experienced or 
inexperienced and finally, as primary or secondary constructors. These categories, 
together with examples of types of clients that fall into the various classifications are 
show in figure 4.1 below. However, it should be borne in mind that many other 



















































4. 3 CLIENT'S NEEDS 
Franks (1984) in his definition of Building Procurement Systems uses the phrase 
"--- client with need for a building ---". In his elaboration of the quoted phrase he 
emphasized that any effort as to the selection of Building Procurement Systems should 
fulfill first and foremost the client's needs. Further to that, Franks (1984) explained that 
clients are concerned with " buildings" per se, that is, the end product of the building 
industry. He noted that clients are not particularly interested in the means used to 
achieve the end as long as the buildings meet their needs. A client's need is for a shelter 
in which he can live, work, pray or play, as the case may be. 
The findings ofNahapiet and Nahapiet's study (1985) suggest that amongst the most 
important attributes of projects of relevance to the choice of Building Procurement 
Systems are the client's requirements. They suggested that like clients with like project 
requirements may have like and consistent project characteristics priority ratings. They 
briefly noted that client's needs would be in the form of tight cost or fast speed demands. 
Franks (1987) was of the opinion that three parameters were dominant in terms of 
building performance,.that is, solidity, convenience and beauty. The heading of 
convenience was expanded to accommodate these words; ''built by a given time" and 
"economy". To this end, Franks (1987) described that selecting the most appropriate 
system is largely a matter of determining which of the performance requirements heads 
the client's list of priorities. 
He listed them down as follows:-
(a) technical complexity 
(b) aesthetics or prestige 
(c) economy 
(d) time "of essence" 
(e) exceptional size or complexity. 
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Naoum (1989), analyzed the clients and revealed that their needs differ substantially in 
relation to the type of business and the experience that the client has of the building 
industry. This generates different expectations and criteria for acbieving satisfaction with 
respect to cost, time and quality, and consequently, influence the selection of the 
procurement system. Naoum (1989) gave the example of property developers and 
commercial clients. 
These clients are likely to place great emphasis upon the speed of the construction 
because of the necessity to borrow money. Yet the quality will be equally important for 
the building cannot be sold or let if it is not appropriate to the market. In contrast, 
Naoum (1989) writes that the public sector client, because of public accountability, is 
likely to focus upon cost prediction and will be more concerned about the level of 
certainty associated with the tender sum. Probably, that is the reason behind Hindle's 
(1993) comment that the traditional system has been held in place the public sector 
clients who use competitive methods of procurement selection for the purposed 
accountability. 
Franks (1990) carried ()ut a survey of 50 clients during October and November, 1989 to 
ascertain the nature of their needs and expectations. In the questionnaires distributed 
suggestions of priorities were on technical complexity, aesthetics or prestige, economy, 
time of essence, exceptional size, price certainty at an early stage and filciIity for 
variations. Figure 4.3 below, shows that economy and time were the priorities of most 
clients. Price certainty at an early stage in the development of the project's design was 
the next most important priority. 
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I 2 3 4 5 6 7 8 9 10 11 
Groups 
Priority Ranking A B C D E Total Ranking Total Ranking 
Teclmical 1 - - - - 4 4 4 
complexity 2 6 - - - - 6 5 
3 2 - - - - 4 6 14 6 
Aestheticsl 1 12 10 - - - 22 2 
prestige 2 4 2 - - 2 8 4 
3 10 - 2 2 - 14 =3 44 4 
Economy I 12 4 2 2 4 24 1 
2 10 4 2 6 4 26 1 
3 6 4 2 2 - 14 =3 64 =1 
Time of I 12 4 - - 2 18 4 
essence 2 to 6 2 2 - 20 2 
3 14 4 2 4 2 26 1 64 =1 
Price I to - 2 6 2 20 3 
certainty 2 12 - 2 - 4 18 3 
3 ]2 4 - - 2 18 2 56 3 
Facility for 1 - - - - - - =6 
variations 2 4 - - - - 4 6 
3 4 4 - - 4 12 5 16 5 
Exceptional 1 - - - - - - =6 
size 2 - - - - - - 7 
3 2 - - - - 2 7 2 7 
Figure 4.2: Clients' priorities (Franks. 1990) 
With regard to expectations, Franks (1990) noted the majority of clients expected to be 
involved in running the project during both the design and construction stage. However, 
the extent to which they wanted to be involved was difficult to ascertain. 
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Further explanation by Franks (1990) was that, whatever the reason for their 
involvement, many clients' experience led them to expect involvement at both design and 
construction stages. They may not have wished to have been involved over such a long 
period of time but they had expected it. 
According to Twner (1990), the procurement route that is appropriate to the overall 
balance of objectives and to client priorities for each project should arise from those 
objectives and priorities. The appropriateness in the assessment of which route to 
choose should be made from the client's point of view. Twner (1990) made reference 
to the NED<> Report (1984), "Thinking About Building" as a guide for assessment of a 
client's priorities. 
The Report set down eight Procurement Assessment Criteria (PAC), from which Clients 
priorities could be formulated. These are as follows:-
I. Timing 
2. Controllable variations 
3. Complexity 
4. Quality level 
5. Price certainty 
6. Competition 
7. Responsibility 
8. Risk avoidance. 
According to Masterman (1992), the client's primary needs for project satisfaction 
remain the classic trio of time, cost and functionality/quality. However, he elaborated 
that these three basic needs do not reflect the more subtle, numerous and important 
secondary criteria. He gave an example of the criteria, time, which for the great majority 
of clients meant "certainty of completion date" rather than the "shortest design and 
construction period". While to the uninitiated the latter criterion might appear more 
important than the former, many clients of the building industry realize that guaranteed 
completion dates enable them to make finn arrangements for the occupation of the 
building, and commencement of the profit-making activities. 
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What might start out as theoretical, the shortest possible design and construction period 
could possibly be considerably extended in practice. To that end, Masterman (1992) 
identified the following to be the most common secondary needs:-
1. Time 
(a) certainty of completion date and other time related estimates 
(b) early commencement of construction work: 
( c) design proposal to be submitted expeditiously 
(d) rapid rectification of defects 
2. Cost 
(a) certainty of cost estimates 
(b) value for money, that is, functionality and quality at right price 
( c) ease of accountability 
(d) lowest possible tender 
( e) reduction and! or elimination of risks in general and cost and time 
overruns in particular 
(f) realistic maintenance and running costs 
3. Functionality I Quality 
(a) general suitability for the purpose 
(b) reliability and durability of design 
(c) guarantees and after - sales services 
(d) innovative design I high - quality architecture where appropriate 
4. General 
(a) desire to be actively involved and infonned during currency of 
project 
(b) clear allocation of responsibility I single - point responsibility 
(c) flexibility to change design during construction 
(d) need for positive and constructive advice from consultants 
(e) fully motivated and co - operative project team - no conflict. 
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Mastennan (1992) in his concluding remarks, ~lished that different categories of 
Clients have different priorities when selecting secondary criteria. However, he did not 
attempt to place the listed criteria in a particular order of preference. 
Gordon (1994) explained that the first step in the selection process of Building 
Procurement Systems is to eliminate organizations that obviously do not meet the needs 
of the project owner. To eIiminate inappropriate organizations Gordon (I994) made 
reference to a list by Nmden (1986) which comprised five building owner's drives or 
needs. His further elaboration was that the building owners drives or needs which can be 
used to narrow down the appropriate organization and also help with the procurement 
selection are construction sophistication, current capabilities, risk aversion, restrictions of 
the Building Procurement System and other external factors. 
According to Mastennan and Gameson (I994), the clearity and comprehensiveness of 
the client's needs and their brief are important in order to ensure a successful choice of 
the Building Procurement System. They made a reference to the NEDO Report (I 975) 
which suggested that cHent brief should not only contain the aesthetic and technical 
criteria for a project, but of equal importance, the primary and secondary objectives in 
terms of functionality or quality, time and cost. Further reference by Masterman and 
Gameson (1994), was made to the Wood Report which revealed a consistent demand by 
Clients to meet the cost, time quality, functionality and aesthetic criteria in order for a 
project to be considered to be successful. 
Morledge and Sharif (I 995) suggested that building clients may benefit considerably 
from the right choice of Building Procurement Systems. Such a choice may be a 
significant and cost consequential decision and may need to reflect the needs of each 
individual cHent. Further to that Bowen, et al (1996) were of the opinion that the 
selection of an appropriate Building Procurement System process is crucial to the 
attainment of cHent objectives or needs. They referred these needs to be time, cost and 
quality. 
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Mastennan and Gameson (1997) explained that client's needs must be established before 
the primary and secondary objectives of the project can be identified and determined in 
the selection of Building Procurement Systems. Once this has been done, and a 
compromise reached on the importance of each of these, then project brief can be 
prepared and a mode of Building Procurement Systems selection determined. 
According to Mastennan and Gameson (1997), the following needs appear to be most 
important to the average Client when choosing the most appropriate procurement system 
for his or her building project: 
• a need to be kept informed and be actively involved at aU stages of the project 
• a need for certainty of the final cost 
• a need for certainty of the day for completion 
• a need to achieve value for money; a need to obtain the lowest possible tender. 
Love, et al (1998) established that a primary issue that is often raised within the building 
industry relates to what clients want in order to be satisfied with their buildings and the 
means by which those buildings have been procured. Consequently, they added that it is 
important to evaluate the client's criteria, their importance and then seek performance to 
match the criteria. All clients require their buildings to be completed on time, within 
budget and be of the highest quality. However, some clients stress that certain criteria 
are more important than others. 
Mc Dermott, Melaine and Sheath (1997), in their article ''Construction Procurement 
System: What Choice for the Third World?" considered the selection of procurement 
systems to be a client centred concept. They cited the Latham Report (1994) that 
"-- clients are the core of the process and their needs must be met by the building 
industry". Ambrose and Tucker (1999) explained that the areas of time, cost, 
accountability and an involvement in the design process are the most commo~ areas of 
concern for clients. 
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4.4 SELECTING A PATH 
There is one procurement method that is in some sense "better" than 
all others for an individual project but that no one procurement method is 
likely to be better than others for any project. Love, Skitmore and Earl (1998). 
According to Skitmore and Marsden (1988), several experts in the building industry 
have neither found a single person nor knowledgeable "czar" fuHy conversant with all the 
main procurement arrangements; nor did they find any general overt consensus between 
the experts which easily systemises procurement selection. Further to that, no mutually 
exclusive sets of criteria uniquely and completely determine the appropriate procurement 
arrangement for a specific project. In support of the above Masterman (1992) explained 
that the choice of procurement systems is now so wide, and projects are becoming so 
complex, that the selection process needs to be carried out in a disciplined and objective 
manner and within the framework of the project strategy and project brief. He 
elaborated that the brief must contain the client's both the primary and secondary 
objectives in terms offunctionality, quality, time and cost. 
However, Masterman.(1992) cautioned that there is no "best buy" among procurement 
systems. Client organizations are complex and different categories of clients require 
discrete solutions to their procurement needs, added to which the prevailing economic 
climate often intluences the choice of the procurement method. It therefore follows that 
the choice of system must be made by matching the criteria and objectives of the project 
brief with the most suitable characteristics of various procurement methods. 
Franks (1984) attempted to create a module for selecting a Building Procurement 
System. He listed five performance requirements (ref figure 4.4) and gave them a rating 
insofar as each of the basic procurement systems is able to satisfY the requirements. 
Ratings were given on a 1 to 5 scale with "1" indicating the minimum and "5" maximum 
capacity to meet the requirements. Franks (1984), assumed that the competence of the 
personnel involved was similar in all instances and only the systems were being 
compared. 
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Management System (1) (2) (3) (4) (5) 
Contractor's 
Performance Management Package Design 
Requirements Traditional fora fee Deal (Desipand Separate 
Build) Contracts 
(a) technical complexity 4 3 3 4 4 
(b) aesthetic/prestige 4 3 1 3 3 
(e) economy 3 4 4 4 4 
(d) time is of essence 1 4 4 4 4 
(e) exceptional size or complexity 2 4 3 4 3 
TOTAL 14 18 15 19 18 
Figure 4.3: Rating the alternative systems (Franks, 1984). 
In his concluding remarks Franks (1984) explained that a golden rule ofma1cing a 
comparison is that one compares "like with like". This rule precludes extensive valid 
comparisons of the alternative systems. Each system developed to meet particular client 
needs. He cautioned that there is no universal system and if one looks for the system 
which best meets the client's performance requirements in broad terms, the ratings above 
might provide a guide for ranking. In making such a ranking one must, however, 
remember that no system can be all things to all men and the ratings are subjective. 
''Thinking About Building" (NEDO, 1985) set down eight procurement assessment 
criteria to guide assessment of a client's priorities (refer figure 4.2). The positions of 












The procedure is to consider the multiple choice question, noting the number of the 
answer which comes closest to the mind and ring the dots on the chart along the line 
with the number. When all questions have been considered, the number of ringed dots in 
each column are summed up and the procurement paths with the most rings should be 
worthy of further investigation. 
Singh (1985) described a rational procedure for the selection of appropriate project 
delivery system for building projects. The procedure was based on the weight age 
factors and priority rating for project's attributes like speed, price certainty, flexibility, 
quality, complexity, risk avoidance and responsibility, price competition and 
disputes/arbitration. The relative weightage factors for different contracting systems was 
established using the expertise/experience of highly placed professionals in the building 
industry. Singh (1985) established nine project delivery systems which were found to 
have been used frequently in the United states of America. These were as follows:-
• Negotiated lump sum (A) 
• Competitive lump sum (B) 
• Negotiated design and build (C) 
• Competitive. design and build (0) 
• Negotiated turnkey (E) 
• Competitive turnkey (F) 
• Construction management (G) 
• Unit rate (H) 
• Cost plus fee(l) 
In all of the above, eight variables were considered for establishing the utility factors. 
These were as follows: 
• Speed (both during design and construction) 
• Certainty (including the reliability of both the original price and the stipulated 
time and knowledge of exactly how much the Client has to pay at each period 
during the construction phase) 
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• Flexibility (in accommodating design changes) 
• Quality level (including aesthetics, confidence in design and flexibility in 
accommodating design input by the client) 
• Complexity 
• Risk: avoidance and responsibility (including client involvement and design 
liability 
• Price competition (covering such issues as value for money, maintenance 
costs and competitive tendering 
• Disputes and arbitrations. 
According to Singh (1985), a scale of10 - 110 was to be adopted for each of the 
variables considered so as to provide flexibility in making the relative performance of 
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Figure 4.4: Parameters, to investigate the performance of Project 
Delivery Systems, on a Numerical scale (Singh, 1985). 
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A procedure for the selection of appropriate project delivety system is illustrated in the 
decision chart (table 2) and is completed as follows:-
(a) The user reads all the priority questions and enters the relative importance of each 
variable in the chart on a scale of 1 to 20. 
(b) Rationalized priority ratings are computed (by dividing each of the priority ratings 
by the sum of all the ratings), and then entered into the chart. The sum of the 
rationalized priority ratings should always be equal to 1. 
(c) Each rationalized priority rating is taken in turn and multiplied by each of the 
utility, factors, the results being entered into the appropriate columns. 
(d) The totals of each of the results columns, under each project delivety system, are 
calculated and ranked in the descending order. The best project delivety system 
should have the highest total result. 
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TABLE 2. Decision Chart for a Hypothetica) Project viz 
An Industrial BuUdlng to commence production as soon as 
Possible 
clients Client's Project Delivery Systems 
Clients priority priority priority A B C 
quesbOl1ll ming ming Corq>ditive eorq,ditive Negotiated 
I..u!qJsum I..u!qJsum DeaiF & Bond 
Utility Result Utility Result Utility Rault 
fad.or fad.or factor 
1. SPEED 
How u.onant is early 
~kti(lft to the 
BUQQlI!JI of your project 20 0.21 67.9 14.3 47.7 10.0 9S.0 20.0 
2. CERTAINTY 
Do you raquire a firm price 
and/or a lIlrilt ~ldion 
time date for the project 
Wore you CIII. oommit 
younelfto proceed wiIh 
COIlSttu\tion? 18 0.19 92.3 17.S I7.S 90.9 S1.6 IS.S 
3. FI.BXIBILITY 
To what degree do you 
foreaee the need to aha' 
the project in any way once 
it has bepn (1ft site? S O.OS SS.9 1.0 44.6 2.2 70.3 3.6 
4. QUAUTY LEVEL 
What level of quality, 
aaIlhdic appearance do you 
raquire in the dcIIiF and 
workmlnabip? 7 0.07 7S.S S.3 70.9 S.O OS.4 4.S 
S. COMPLEXITY . 
Does your building need to be 
highly apecialized, technoll>-
cally advanced or hiply saviced 3 0.03 93.7 2.S 91.3 2.7 US 2.S 
6. RISK AVOIDANCE AND 
RESPONSmILITY 
To what __ do you wish 
one sinale orpnization to be 
rapOllllible for the proj ect or to 
trmsfCl'the risks of COIIl andtime 
sIippap? 17 o.tS 76.0 13.7 79.1 14.2 79.1 14.2 
7. PRICE COMPETITION 
Is it ~ for you to 
Choose your COIlSttu\tion 
Team by price ~ldion., 
so in-mg the likelihood 
of slow price? 10 0.11 76.7 S.4 99.3 10.9 67.6 7.4 
S. DISPlJI'ES AND 
ARBITRATIONS 
To what exlaIt do you 
Want to avoid disputaf 
ArbitratiOl1ll? IS 0.16 94.2 IS.I 04.S 13.6 Sl.8 13.1 
Totals 95 1.00 80.1 75.6 81.1 
Rank Order 2 4 1 
Source: Singh, 1985 
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TABLE 1. Decision Chart for a Hypothetical Project vjz 





How impOltmt is early 




S\1QQe8S of your projea 20 
2. CERTAINTY 
Do you require a 
Firm price and/or a 
Strid compllilion 
Time date fortheprojea 
Before you CIIl oommit 
Younelfto proceed with 
carutruWOll? 18 
3. FLEXIBIUI'Y 
To what de&ree do you 
foresee the neal to alter 
the projea in any way 
once it has begun 011 site? ~ 
4. QUALITY LEVEL 
Whltlcve1 of quality, 
aadletic appeanIIlce do 
you require in the design 
and workmarui1ip? 7 
~. COMPLEXITY 
Does your building neal 
to be hilltly specialized. 
technologically advanced 
or highly serviced 3 
6. RISK AVOIDANCE AND 
RESPONSIBIUI'Y 
To whit ex1alt do you wish 
OIIe single orpniDtiOll to be 
nwpOlllible far theprojea 
or to tnmsf .. the riaka of 
QOIIt and time a1ippage? 17 
7. PRINCE COMPETITION 
Is it ~ for you to 
chOOIO your COIIIlruItiOll 
leI.m by price completiOll., 
80 inaeuing the likelihood 
of a low price? 10 
8. DISPUI'ES AND 
ARBITRATIONS 
To whit ex1alt do you 
want to avoid disputes! 
arbitrIIliOll8? I ~ 
Total 
Rank Order 




Projea Delivery Syatans 
D E 
eoq,etitive eoq,etitive 
Lump swn Lump swn 
F 
Mospated 
Design & Bond 
Utility Resuh Utility Result Utility Resuh 
Fador fador fadar 
G H 
Constru· Unit Cost 
won RIlle Plus 
M.anago. Fee 
Malt 
0.21 73.3 IH 86.1 18.1 68.4 14.4 76.1 16.0 62.6 13.2 73.7 I~.~ 
0.19 81.9 1~.6 79.~ IH 78.7 I~.O 6~.9 12.~ 37.9 7.2 19.1 7.4 
O.O~ 98.2 2.9 ~8.1 2.9 ~2.9 2.7 84.~ 4.2 87.0 4.4 96.6 4.8 
0.07 63.2 4.4 6~.~ 4.6 ~8.6 4.1 81.6 ~.7 6~.0 4.6 8~.6 6.0 
0.03 81.1 2.4 73.~ 2.2 72.4 2.2 63.2 1.9 ~U 1.6 ~1.7 1.6 
0.18 82.6 14.9 7~.6 13.6 79.0 14.2 63.3 11.4 33.9 6.1 39.6 7.1 
0.11 84.7 9.3 64.1 7.1 77.0 8.~ 64.0 7.0 41.3 4.~ 44.7 4.9 
73.16 11.8 72.8 11.6 66.9 10.7 6H 10.~ ~6.1 9.0 ~8.8 9.4 
76.7 7S.1 71.8 69.1 SO. 6 56.7 
3 5 6 7 9 8 
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Singh (1985) in his concluding remarks noted that the above model (decision chart), 
provides a rational procedure for the selection of an appropriate contracting system for a 
given project for clients. 
Skitmore and Marsden (1988) explained that the proliferation of differing procurement 
arrangements for new buildings resulted in an increasing demand for systematic methods 
of selecting the most appropriate arrangement for a particular project. They identified 
two approaches which could aid the selection of the most appropriate arrangements for 
a building project. The first was a multi-attribute technique based on the NEDO 
procurement path decision chart. The second approach was by means of discriminant 
analysis. 
Skitmore and Marsden (1988) noted that the multi-attribute approach, based on the 
original NEDO chart, had two major deficiencies. First, the criterion answers were 
restricted to, at most, three alternatives. They, therefore, altered the original NEDO 
chart to allow a priority rating on a continuous scale, so giving a more precise measure. 
Secondly, the NEDO method implied that all criteria are of equal importance, 
irrespective of priority. ratings, in identifying the most appropriate path. They 
commented that each procurement arrangement may have a differing degree of relevance 
to each priority, relative to other procurement paths. 
Further to the above, Skitmore and Marsden (1988) explained that by indicating the 
relative utility of each procurement path against each criterion on a numerical scale, it 
was possible to obtain a set of utility factors for use in the decision chart. The utility 
factors are in effect a relative measure of the suitability of a certain procurement path for 
a given criterion. They used an example of the method for scoring the utility factors as 
indicated on the lines of Fellows and Langford (1980), (as illustrated below). 
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1 2 3 
Speed Certainty Flexibility 







30 30 A,B 
10 B 10 F 
5 6 
Complexity Risk avoidance 
and responsibility 
no F, 110 0 
A,B D,E 
90 90 
10 C 10 C 
50 D,E 50 
30 30 A,B 
0 
10 10 F 
Key: A Negotiated traditional 







C Develop and construct (competitive) 
D Negotiated design and build 
E Competitive design and build 
F Management contracting 





























Fig. 4.5. Method of scoring utility factors. (Skitmore and Marsden, 1988) 
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Each procurement path (A,B,--G) was associated with a criterion set score (1,2,---7) 
and on a scale of 10 to 110 to avoid any possible imbalance due the occurrence of 
zeros. The mode of chart completion by Skitmore and Marsden (1988), is similar to that 
explained by Singh (1985). 
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Hypothetical project 1: Industrialist requiring industrial unit quickly to realize grant and commence 





A B C D B F 
How iq>ortant is early 20 
completion to the 
0.25 40 100 10 2.S 60 15.0 100 25.0 90 22.5 UO 27.S 110 27.5 
success ofyourprojoct 
2 CERTAINTY 18 0.22 30 6.6 30 6.6 70 1.5.4 100 22.0 100 22.0 10 2.2 110 24.2 
Do you require a firm 
price IIIc110r alllrilt 
completion date for the 
~ea, before you com-
mit yourself to proceed 
with otXIl!b'Wtion? 
3 FLEXIBIUfY 
To whit degree do you 5 0.06 110 6.6 110 6.6 40 2.4 40 2.4 40 2.4 90 5.4 10 0.6 
fORllleethe 0I!Ild to alta' 
the~ea, in lilY way 
once it baa began on site 
4 QUAUTY LEVEL 
WhlItlevel ofquality; 7 0.09 110 9.9 UO 9.9 80 7.2 40 3.6 40 3.6 90 8.1 20 1.8 
alil!l'betic appearlllce 
do you require in the 
design IIId worianlllsbip? 
5 COMPLEXITY 
Doesyourbuildin&needto 3 0.04 100 4.0 100 4.0 70 2.8 50 2.0 SO 2.0 110 4.4 20 0.8 
be hiF\y specialized, teciI-
no logicany advllloed or 
hisnly servi_? 
6 RISK AVOIDANCE AND 
RESPONSmlUTY 
To whit exlalt do you wish 
onesingteorganizationto 17 0.21 30 6.3 30 6.3 70 14.7 100 21.0 100 2l.0 10 2.1 110 23.1 
berel!p<lOSihleforthe~ect, 
orto tnmsfer the risb of cost 
and time slippage? 
7 PRICE COMPETlTlON 
It iq>ortant foryoutodtooae 10 0.31 20 2.6 110 14.3 80 10.4 10 1.3 80 10.4 40 S.2 30 3.9 
your o:mtrudion toIIm by 
price~OIl, so mare-
uing the liketibood ora 
low price? 
Totals 80 1.00 46.0 50.2 67.9 77.3 83.9 54.9 81.9 
Rank order 7 6 4 3 1 5 2 
Fig. 4.6 Prowtemeut path decision dwt: preliminarytellting. (Skitmore ad MandaJ, 1988) 
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G 
Skitmore and Marsden (1988) in their attempt to formulate a universal procurement 
selection technique, devised another method of selection based upon discriminant 
analysis. This method examined data collected under a set of criteria (discriminating 
variables), which were the characteristics of which the various procurement systems 
differed~ using these criteria the researchers were able to discriminate between 
procurement paths for decision making purposes. 
According to Skitmore and Marsden (1988), the discriminant analysis method proved to 
be successful in trials and should in theory be more reliable due to its use of more of the 
available information. Nonetheless, in practice the fact that it relies on the use of an 
advanced statistical technique, involving a great deal of tedious calculations, probably 
renders it unsuitable for most clients (Masterman and Gameson, 1997). 
Skitmore and Marsden (1988) were of the opinion that a multi-attribute analysis 
technique developed from the NEDO procurement path decision chart and discriminant 
approach on the evidence of the trial data give identical and intuitively, satisfactory 
answers. They added that both methods represents an important advance in 
accommodating both the disparate view of experts and the interdependence of criteria. 
Brandon, Basden, Hamilton and Stockley (1988) explained another procurement 
selection guide using a computer system package known as ELSIE released by the RICS 
in 1988. They revealed that the BEDC pamphlet ''Thinking About Building" was taken 
as a starting point for their study of procurement path selection. The programme 
provides recommendations on the most appropriate procurement systems. 
Further explanation by Brandon, Basden, Hamilton and Stockley (1988) is that the 
ELSIE system is capable of dealing with probability rather than certainty. The ELSIE 
System provides guidance on the suitability of five basic procurement systems, viz: 
1. conventional 
2. two - stage conventional 
3. contractor design and build 
4. management contracting 
5. construction management 
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Once the system has been accessed via the microcomputer, a series of questions are 
posed on the screen which require the user to provide information about the project in 
relation to: 
1. the quality of the client's brief 
2. the timing of the project 
3. thelevelofqualityrequrred 
4. the complexity of the building services installation 
5. the nature of the design 
6. the need for specialist construction methods or materials 
7. the acceptable level of uncertainty on price 
8. the need for changes during the construction period 
Once all of the relevant questions have been answered, and an evaluation of the 
information made by the system, recommendations are given on a result screen. The 
summary contains two elements of information: 
1. a list of the most appropriate procurement systems ranked in order of suitability 
2. an indication of the extent to which the various systems will satisfy the client's 
requrrements .. 
PROCUREMENT METHOD SUITABn.rrY 
Very likely to be appropriate: 
- - Convmtional --
May n« be appropriate: 
- - Two - stage eoovmtiODal. --
Very unlikely to be appropriate: 
- - Manapmatt Contnu:t - -
- - CorumIction Management - -
••• EXCLUDED (INDEPENDENT DESIGN CONSULTANTS REQUIRED) ••• 
- - Desian - &. Build --
Type <CR> to eootinue 
Figure 4.7 Results screen (Elsie procurement Module~ Brandon et 811988) 
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Bennett and Grice (1990) used both the "Thinking About Building" (NEDO, 1985) 
guide and Skitmore and Marsden's (1988) work to tabulate the strengths and 
weaknesses of the various procurement systems (table 3). 
According to them the table provides an opportunity for clients to weight the various 
criteria in order to reflect their priorities. The authors stress the need to determine the 
priority given to the project's objectives by means ofa detailed discussion of the issues 
involved between the client and his adviser and the fact that the utility factors allocated 
to each procurement system should be reviewed in the light of the characteristics of both 
the client and the project. They pointed out that the circumstances of a specific project 
or client may result in the need to pose different or additional questions, or amended 
utility factors before the form is completed as shown in Table 4 and the choice of 
procurement system is made. 
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Table 3 Example of procurement - system selection 
Procurement systems 
CJI.t', 




-""",.., _ ...... t
2 
Do"'''""t I UIJIIty s.- UtllJtys.- UtllJty s.- Utility s.-Utillty s.- Utility s.- UtllJty s.- Utility s.-UIJIIty 
Sconr 
Time 
Is early CDIJ1llel.ion required? 10 SO 100 90 60 100 100 90 80 
Cost 
Is a firm price needed baIOre 90 40 100 100 90 20 10 30 20 
any commfunent to 
CIODlItrudion is ronn.I? 
Flexibility 
Are variatiOl'lll nocessary 100 30 30 40 80 90 60 70 
after work btis begun on site? 
~Iexity 
Is the bu.ildin& highly 40 20 20 10 40 100 100 70 80 
apeciaIimJ. tedmologieally 
advanced or highly III!I'Yiced? 
Quality 
Ishi&h quality~? 100 60 40 40 70 90 100 SO 60 
Certainty 
Is CDIJ1l1el.ion on time SO 30 100 90 70 90 90 100 90 
important? 
Is COI:q)Iel.ion within budget ·30 30 100 100 SO 70 60 90 90 
iIq!ortant? 
Division of reIIp(IOIl1rility 
Is single - point nIIIpOI'lIIibiIy 30 30 100 100 70 30 10 90 90 
wanted? 
Is dinId. professional 100 100 10 10 SO 70 100 30 30 
reIIpOI'lS11ri1ity wanted? 
Risk 
Is transfer of lllllponsibility 30 30 80 100 70 30 10 100 80 
for the COI'lIIIeqUCIIce of 
slippages ~? 
Results 
SOlU'Ce: Bennett and Grice, (1990) 
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Table 4 Example of procurement - system selection 








Is early OCIIq)ldim fIIqUired? 2 
Cost 
Is a fum price needed Wore 2 
anyw itlll",t to 
COIIfIlnKtim ill formed? 
Flexibility 
Are variatima neoesaary 
a1la" work has begun m site? , 
~lexity 
Is the buildinghiPly 
specialized, Udmo1ogica1ly 
advanced or highly saviced? 
Quality 
Is high qua1ity impcxtant? , 
3 
Procurement systems 
DuI". ..... ",. 
3 
2 
I Utlllly s.oro UI/Jity 3"",. Utility s.oro u,iIIty s.oro utility 3"",. UI/Jity s.oro UI/Jity s.oro u,iIIty s.oro UI/Jity 
10 20 '0 100 100 200 90 180 60 120 100 200 100 200 90 180 80 160 
90 180 40 80 100 200 100 200 90 180 20 40 10 20 30 60 20 40 
100'00 90 4'0 30 1'0 30 1'0 40 200 80 400 90 4'0 60 300 70 3'0 
40 200 20 100 20 100 10 '0 40 200 100'00 100 '00 70 3'0 80400 
100'00 60 300 40 200 40 200 70 3'0 90 4'0 100 ~ '0 2'0 60 300 
'0 1'0 30 90 100 300 90 270 70 210 90 270 90 270 100 300 90 270 
Is OCIIq)ldim within budget 2 30 60 30 60 100 200 100 200 '0 200 '0 100 70 140 60 120 90 180 
impcxtant? 
Divisim ofrapanaibilily 
Is single - point rapanaibility 
wanled'1 
30 30 30 30 100 100 100 100 70 70 30 30 10 10 90 90 90 90 
Is dirett professional 
rapoosibility wanted? 
3 100 300 100 300 10 30 10 30 '0 1'0 70 210 100 300 30 90 3090 
Risk. 
Istransfcrofrapoollibility 3 30 90 30 90 80 240 100 300 70 210 30 90 10 30 100 300 80240 
for the cmsequmce of 
slippages impcxtant? 
Results 2030 1600 1720 1680 1790 2330 2400 2100 2120 
Source: Bennett and Grice, (1990) 
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Franks (1990) maintained his approach of selecting procurement systems by rating 
different procurement systems against performance requirements. However, unlike in 
1984 when the list outlined only five performance criteria, the expansion was made to 
include price certainty and facility for change by users during the progress of the works. 
Furthermore, Franks (1990), reduces the number of procurement systems from six to 
only four. This was done by combining those procurement systems having identical I 
similar implementation characteristics. 
Management system Traditional Management package project 
Contracting/ dealIdesign- managerl 
Client's performance Construction and client's 
R tsI ODS Management build tative 
(a) technical complexity, 
the project bas a high level of 
structural meclumical services or 
other complexity. 4 5 4 5 
(b) high aesthetic or pn:stige 
requirements 5 3 3 4 
(c) economy; 
a commercial or industrial project or 
project where minimum cost is 
required. 3 4 4 4 
(d) time is of essence; 
early completion of the project is 
require. . 2 4 5 4 
(e) exceptional size and I or 
administrative c:omp1exity, 
involvina varying client'sluser 
requirements, political sensitivity etc. 2 4 4 5 
(f) price certainty, 
is required at an early stage in the 
project's design development 4 2 4 4 
(g) facility for cba:ngelvariation control 
by client" users or others dwing the 
progress of the works. 5 5 1 4 
Figure 4.8 Rating the systems (Franks, 1990) 
Turner (1990), commended "Thinking About Building" (NEDO 1985), that had 
adequately set down eight Procurement Assessment Criteria (PAC), to guide assessment 
of the client's priorities. However, he was of the opinion that by definition priorities 
cannot be equal and cannot be equally satisfied. 
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He suggested that, the discipline of fonning a rank order and possibly having some 
assessment is probably necessary for other than the most simple procurement decisions, 
in order to choose from the procurement arrangement options. 
Turner (1990) suggested that before choosing a procurement route the following has to 
be done:-
• all procurement assessment criteria should be explored 
• a priority listing should be made, principally to establish a balance between 
programme, price and product quality. 
• a formal assessment system may be appropriate 
• it may be useful to place the procurement arrangement option in rank order, for 
project record purpose. 
• organisations capable of carrying out the procurement arrangement option that 
has been chosen should be known to be available to the client in order to satisfy 
the procurement arrangement option chosen. 
Turner (1990) suggested the use offigure 4.9 as he reproduced it from the NEDO report 
(1984) ''Thinking about Building" to be the appropriate in the evaluation of clients 
priorities and classification of procurement paths. 
Birrell (1991) gave out a general comment that the choice of the procurement approach 
for every future building project should be made as a specific choice to match primarily 
the needs of the clients. He suggested that this important choice should be made 
rationally and objectively as the choice of one approach from an array of approaches can 
affect the processes of design, contracting and construction which in turn affects the 
quality, cost and duration of the building project. A further suggestion by Birrell (1991), 
was that making the choice of which procurement approach is most appropriate to the 
project should be by considering factors grouped under the client's objectives from the 
procurement process, the nature of the client, the nature of the current, local 















HoI as impoIIaol as 0\IIet lac!ors 
00 J9IIIOllstl !lie needle! aIW !he project in ally way Yes 
OIQ ~Ilu begun on silt. lor e~ 10 u!Xlate -------------
machinel'1 ~~ Oelinilety noI 
Does YOUI W1cSI\g Ilslfislinc1lrOlTl whal goes in~) need Yes 
lO be ledlnicafty a\!vance<! 01 highly selVice<!? ------------
WlIallevel 01 Quatily do y\l<I !>eel( in the design and 
WQ(illlanship? 
00 you nee<! \0 have a r_m price 101 \he p/Ojee\ 
cOMVUCIion btIor. y\l<I can commit it 10 pr0C&td7 
00 '(OIl need 10 choose youl toosllUClion learn by pnce 
compeliflOn1 
Modetately so 
No. juS! simpl~ 
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Good but lIot speoat 
Pr8sli\le 
Yes 
A larget plus 01 milluS win do 
Cellainly lor a" consltllCtiQn WOlk 
Construclion and maoaqemcnt \Cilms 
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Cii A. sponslblilly Ci/1 y\l<I matlagl sepalate consullanclu aIId conlliClOlS. Can manaoe separale IiIms 
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time siIlPaoe !tom '(0111 
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I • • 
2 • • 
1 • 
• • • 
5 • 
6 • • 
1 • • 
8 • 
9 • 
10 • • • 
II • • 




16 • • 
!1 • • 
18 • 
,9 e 
20 • • 
11 
21 • ~ 
23 • 
r lQUls 
• • • • CrutiaI A nmlng 
• • • • • • lmpatIant 
NoIovciaI 
• • • • Yes B Controllable . varl.llon 
• • No 
• • • • Yes CCompluity 
• • • • • l.Iode1alety 
• No 
• Basic o OUlllly level 
• • • • • • Good 
• • PliSliQt 
• • • • Ye$ E Price cenalnty 
• • Taroet 
• .. • • • • Conslruclloll F Competilion 
• • Con$lluclion & manaoemel\l 
No 
• • Separate films GI Rtsponslbllily 
OiYision 01 
• • • • One film 0IlIy 
• • • No Gil RnpOlltlblmy 
PIOlessional 
• • • Yes 
• •• No H Risk avoldilnce 
• Shalt 
e· • • Yes 
I 
Masterman (1992) reviewed various guides and aids to the selection of procurement 
systems as presented by different authors, researches and research institutions. His 
comments on the selection proposal by Skitmore and Marsden (1988), utilizing the 
discriminant technique was that this approach involves the use of a fairly advanced 
statistical technique, requires the use of complex computer software and can be time 
consuming. He therefore suggested that, despite its apparent success, this technique is 
unlikely to be suitable for use by busy clients and consultants until it becomes more 
''user friendly". 
Masterman's (1992) comment on the selection of procurement systems as suggested by 
Franks (1990), was that the inclusion of "project management" amongst a list of 
procurement system is considered to be ill - advised. However, he agreed that the 
principle of using a method of rating the individual characteristics of the various methods 
against a list of client's needs is valid and he considered it to be the first step in applying 
logic and discipline to the selection process. 
According to Masterman (1992), "Thinking About Building" (NEDO, 1985), by simply 
answering the questions that are posed on the chart, the most apparently appropriate 
procurement system(s) can be identified and given further consideration. However, he 
was of the opinion that, whilst the NEDO (1985) guide could be useful in terms of 
eliminating unsuitable procurement systems from all of the available alternatives, it is not 
sophisticated enough to enable a final decision to be taken as to the most appropriate 
method of designing and constructing the project being examined. 
Masterman (1992) suggested that, the selection methods proposed by Bennett and Grice, 
and the ELSIE computer system would appear to provide the most accessible and useful 
guidance. However, he cautioned that the latter system is heavily conditioned and 
should only therefore be used as a basis for further consideration. Further to that, he 
explained that when using any of these aids inexperienced clients should obtain advice 
from experienced consultants. 
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Masterman and Gameson (1997) observed that the selection process has become 
increasingly complex, mainly as a result of the continuing proliferation of alternatives for 
procuring building projects and their ever increasing technical complexity. Also, the 
client's continuing desire for speedy commencement and completion has led to the 
demand for more sophisticated methods of selection being devised. 
Love, et al (1998) followed the approach proposed by Singh (1985), and Skitmore and 
Marsden (1988), in selecting the procurement systems. The approach was based on the 
weightage factors and priority ratings. According to them different clients and different 
project circumstances demand different criteria weights. For example, if, for one 
project, the cost is the most important aspect, then they weighted the "cost" criterion 
higher than the other criteria. For another project where the speed of construction was 
considered the most important, they suggested to weigh the "speed" criterion bigher than 
the rest. 
The procedure adopted by Love, et al (1998) for obtaining client priority weightings for 
each criterion follows Singh (1985), and Skitmore and Marsden (1988). At the end 
rationalized priority rating - utility factor products are added for each procurement 
method and the resulting total ranked in descending order. The most appropriate 
procurement method is taken to the one with the highest total. 
4.5 SUMMARY 
Aspect of categorisation of clients has identified two basic classic categories, that is, 
public and private organisations. A subdivision of the above categories exist and this 
relates to the experience of clients in implementing building projects, thus, "experienced" 
and "inexperienced" divisions. The relationship of the client's business activities to the 
completed building project provided a further subdivision of clients. To this end primary 
constructors and secondary constructors were identified. 
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As for as clients needs are concerned the following seems to be common to majority of 
the Clients 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Responsibility, and 
• Risk avoidance. 
Concerning selection of Building Procurement System, once the client's objectives have 
been established and incorporated into the project brief, all potentially appropriate 
procurement systems need to be identified so that the characteristics of these methods 
can be compared with the requirements of the brief, and to select the most suitable 
system some authors tried to use a rating. 
The selection process has become increasingly complex, mainly as a result of the 
continuing proliferation of alternative methods for procuring building projects, their ever 
increasing technical complexity and client's continuing desire for speedy commencement 
and completion, all of which has led to the demand for more sophiscated methods of 
selection being devised. 
However, the path suggested by NEDO (Thinking About Building) appears to provide 
the most accessible and useful guidance towards selection of appropriate procurement 
system. Majority of the authors in this section have supported it and others are 
proposing few modification but all revolving around it. The guidance both summarise 
the characteristics of the most common procurement systems and provide a crude means 
of reducing the possible alternatives to a manageable number. This in fact will be used in 
chapter five to conduct client's needs and priorities surveys to individual case studies. 
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A rating system based on the ability of each procurement system to meet seven common 
satisfying criteria. A scale of 1-5 was used, where 1 is the minimum and 5 is the 
maximum. Nonetheless, there are other authors who believe that the use of this 
technique in determining clients' needs is valid, but is flawed with SUbjectivity. 
Another school of thought was to use the multi- attribute approach, which is a technique 
applied to measure a degree of objectivity to subjective areas. These studies adopted the 
procurement path decision chart to aid the decision-making process. Others applied 
concordance analysis and discriminant analysis to their theoretical framework. 
Concordance analysis is used to measure the consistency of experts' ranking for each 
procurement against set predetermined criterion. 
Discriminant analysis examined data collected under a set of criteria which have 
characteristics on which the various procurement methods are expected to differ. Thus, 
procurement paths could be discriminated against for decision-making purposes. A final 
analysis found from the exploratory work that the multi-attribute approach gave similar 
results to those of discriminant analysis. 
The procurement module of the 'Elsie' expert system computer package provides the 
recommendations on the most appropriate procurement method via a software 
programme. A series of questions relating to the timing, quality, design cost parameters 
and other characteristics of the project is posed by the program. On evaluation of the 
infonnation, recommendations are given by means of a list of the most appropriate 
methods, ranked in order of suitability, together with an indication of the extent to which 
the various methods will satisty the client requirements. 
Nonetheless, despite the fact that the "Elsie" module was developed way back in 1988 
few researchers and authors have written about its use. In the course of discussion 
between the candidate and Professor P. Bowen of the University of Cape Town on 12th 
August, 1999 at UCT, Professor Bowen commented that "... may be the Elsie module is 




APPLICATION OF BUILDING PROCUREMENT 
SYSTEMS IN TANZANIA: CASE S-rUDIES 
AND OTHER SURVEYS 
5.1 INTRODUCTION 
This chapter reports the results of case studies, interviews and other swveys. Initially it 
was intended that the research objectives were to be pursued through the use of case 
studies. Clients swvey was intended to test the appropriateness of the Building 
Procurement System used for each case study project. Subsequently, it was decided that 
a second survey would be undertaken to improve the sample size and focus on change in 
the use of BPS. These will be described here and referred to as: 
• the case studies 
• the client's swvey 
• the consultant's swvey. 
Sample size and selection process: This research is based upon the results obtained from 
ten case studies. These case studies include randomly selected projects from both the 
public and private sector. All ten projects were implemented either in Arusha or Dar es 
Salaam, the two main cities in Tanzania. The two cities were selected based on their 
merits to have attracted more that 50 per cent of capital expenditure as for as building 
industry is concerned. Arusha is currently commanding attraction in construction due to 
its strategic location in terms of tourism (Serengeti, Ngorongoro, Manyara, Tarangire 
and Momella national parks and Mount Kilimanjaro), mining ( Mbuguni and Meralani) 
and diplomatic centres (International Criminal Tribunal for Rwanda, African WIldlife 
Foundation, World Vision and East African Co-operation). 
On the other hand, despite the government effort to transfer its headquarters to Dodoma 
(central part of Tanzania) for the past 25 years Dar es Salaam has remained the capital 
city of Tanzania (only one ministry out of20 ministries has moved to Dodoma). 
According to the information gathered from Dar es Salaam City Commission, during the 
previous five years a total of five building permits were issued for the construction of 
large upper market office blocks, two of which are covered as case studies Band C. As 
far as residential estates are concerned three building permits were issued during the 
same period and this includes case study F. 
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The Arusha Municipal Council confirmed that during the past five yean three building 
permits were issued for office buildings (including case studies A and E), one permit for 
a bank (that is case study D) and four permits for large housing estate (case study H). 
Case studies G and I are foreign funded projects and being government properties are 
not subjected to the application of building permits. Arithmetically this study covered 
six out of Sixteen construction projects carried out in the cities of Arusha and Dar es 
Salaam. This represents approximately 40 per cent of building projects carried out in the 
two cities for the previous five years. Therefore, these case studies can be assumed to be 
a fair representation of major building activities carried out in Tanzania. 
As it is explained herein before it was later decided that consultants survey was to be 
undertaken. This was necessary to supplement the finding of the case studies as far as 
failure ofTBPS is concerned and determine consultants knowledge with respect to the 
new BPS. This survey was carried out to owners or senior representatives of 14 out 33 
registered architectural firms in Tanzania. Out of 14 consultants offices surveyed only 
five are covered in the case studies and this makes a total number of architectural firms 
included in this research to be 19 of 3 3 offices. This represents approximately 60 per 
cent of all architectural firms in the country. 
5.2 CASE STUDIES 
An identical questionnaire (as indicated in appendix I) was sent to clients covered in all 
ten case studies. The questionnaire was designed to establish if the client ever used the 
TBPS, the system being used now and asked the reason for change, if there is any, from 
the TBP\. Furthermore the questionnaire was meant to enquiry as to who decided the 
BPS beiI~ used in the studied cases, what criteria used and if they were satisfied with 
results of the systems. 
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Similarly, an identical questionnaire (as indicated in appendix II) was sent to consultants 
covered in all ten case studies. The design of the questionnaire was aimed at gathering 
information related to their knowledge of different BPS and how they acquired that 
knowledge. Other questions were to establish which BPS was used in each case study, if 
they advised client which system to use and why. Also it was to establish if they have 
any preferred BPS. Furthermore, questionnaire to consultants was to investigate if the 
TBPS is being used less these days than in the past. 
Persons are more likely to respond to a questionnaire to the degree that their anonymity 
is maintained or guaranteed. The respondents, both clients and consultants, were given 
option of giving their particulars or remain anonymous. 
Case study A: The project is an office block for a parastatal organisation. The site is a 
piece of land within the Arusha Municipality, north of Tanzania. According to both the 
client and the consultant the Traditional Building Procurement System was used. The 
contract sum was Tshs. 4,230,000,000 (approximately usn 5,287,500) for two phases 
at 1999 prices and a 65 weeks completion period was agreed for phase I and 104 weeks 
for phase II. 
From the questionnaire completed by the client's representative the following were 
noted. 
• The system being used in this project is not different from the TBPS. 
• He does not have any other system to compare with the TBPS in terms of time, cost 
and quality deliveries. 
• He usually decides which Building Procurement System to be used. 
• He decided to use the TBPS in this case because it is the only one they are conversant 
with. 
• He would like to see the introduction of other Building Procurement Systems so as to 
measure their effectiveness in the building industry. 
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The questionnaire for consultants in this case was sent to the Architect of the same 
project who responded as follows:-
• He is aware of the following Building Procurement Systems: 
- Traditional System. 
- Design and Build. 
• He learnt about the above systems in School of Architecture for the TBPS and in 
books and journals for Design and Build. 
• In this case the TBPS was used but they did not advise the client as to which system 
should be used. 
• He prefers to use Design and Build because it is flexible and it gives room for decision 
making without going through a whole range of bureaucratic procedure. 
• He does not have working experience with the Design and Build system but relies on 
explanations in books. 
• The TBPS is being used less often these days than in the past because of bureaucratic 
procedure in getting approval and also creates adversarial relationships among the 
parties concerned. 
· In this case the TBPS was used and the client was satisfied because he is used to the 
system and he did not have an alternative on which to compare the results. 
• He thinks that other Building Procurement System are more flexible than the TBPS. 
• He recommends that since other countries are adopting alternative Building 
Procurement Systems Tanzania should learn and eventually adopt them also. 
Appraisal: In this case the Architect did not advise the client on the Building 
Procurement System to use and he did not ask that the procedure to be used should be 
the TBPS. However, the Architect admitted that the TBPS is being used less often now 
than in the past because of the time taken before the actual implementation on site and 
the adversarial relationship created by the system. The satisfaction of the client was 
based on the fact that the client did not have any alternative Building Procurement 
System to compare with the TBPS in terms of time, cost and quality deliveries. 
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Case study B: This project was co-financed by two parastatal organisations and it 
consisted a massive rehabilitation of the entire complex of 12 storeys costing about 
Tshs 5,000,000,000 ( approximately USD 6,250,000) at 1999 prices. 
The project was subdivided into 11 (eleven) packages with no main contractor in place. 
All work packages were supervised by a construction manager under the project 
manager's office. According to the client's representative, the project was carried out 
using a Project Management System but the Project Manager representative indicated 
that the system being used was Construction Management. An Architect was involved 
and when a questionnaire was passed to him, he indicated that the system used was 
indeed Construction Management. 
From the questionnaire to the client's representative the following were extracted: 
• He had used the TBPS in the past. 
• The system used in this case is different from the TBPS. 
• The reason for the change is the nature of the project which needed different 
specialists contractors and had to be sub-divided into eleven (11) packages. 
• The lead consultant was the Project Manager and not an architect. 
• When comparing the system used in this case with the TBPS he realised a saving in 
cost as they did away with profit and attendance payable to the main Contractor when 
specialist subcontractors are involved. 
• He normally decides which Building Procurement System to be used - upon advice by 
consultants. 
• Comparing the results of new BPS with the TBPS the client observed that current BPS 
produced better results because the responsibilities were narrowed down and assigned 
to a single entity, that is, the construction manager. 
• He decided to use other BPS than the TBPS because being a renovation project with 
tenants in place; cost, time and quality was important while causing minimum 
disturbances to the tenants. 
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The questionnaire sheet meant for consultants in this case was forwarded to the Project 
Manager and the Architect respectively. The Project Manager responded as follows:-I0 
He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- Design and Build 
• Package Deal 
- Construction Management. 
• He learnt about the above system as part of the job practice. 
• In this case Construction Management System was adopted 
• In this case he advised the client with respect to the type of Building Procurement 
System to be used 
• He recommended Construction Management system due to the need offunding 
assistance to the original owner of the building 
• He prefers to use Construction Management as it gives a chance to any 
knowledgeable and competent professional (not necessarily an architect) to manage the 
project. 
• He is of the opinion that TBPS has fallen away from favour due to the Architect's, 
who have been traditionally team leaders, failure to cope with new marketing strategies 
and technological changes 
· He has so far used the following systems in Tanzania 
- Traditional Building Procurement System. 
- Construction Management. 
• In this case the client was satisfied because he was involved in almost all stages of 
implementation 
• He is of the opinion that new Building Procurement Systems attract the involvement of 
the client that can not be found in the TBPS. 
• He recommends that both the client and building related professionals need to be 
educated on the merits and demerits of other BPS than the TBPS. 
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Responses from the Architect for the same project was as follows:-
· He is aware ofthe following Building Procurement Systems all of which he has been 
able to put into use in Tanzania. 
- Traditional Building Procurement Systems 
- Construction Management 
- Fast track 
- Turnkey 
· He learnt them in school and through job experience. 
· In this case Construction Management was used 
· He did not advise the clients to which system should be used 
· He prefers to use the TBPS because it makes the architect responsible for audit-
checking of other consultants' work. 
· Directions from the client nonnally influence the use of one system rather than any 
other 
· He observed that the TBPS is not falling away from favour but other systems such as 
Project Management are not undertaken in their true sense and they revolve around 
the TBPS. 
· In this case the client was satisfied because the Project Manager managed to contain 
the cost of construction within the agreed budget and it was completed within the 
given period. 
· In the new Building Procurement Systems the Architect cannot control the quality of 
his design. 
· He recommended that before venturing into new Building Procurement Systems there 
is a need to strengthen the TBPS base. 
Appraisal: In this case it is indicated by the Project Manager and the Architect that the 
Construction Management system was used. The client was of the opinion that the 
Project Management System was used. The client decided to use this system on the 
advice by the Consultant (other than the Architect) and he was satisfied with the results 
at the completion of the project. 
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He mentioned savings in cost, single point of responsibility and convenience to tenants 
(renovations were carried out in the presence of the tenants) to be the major parameters 
behind his satisfaction. 
There was a conflicting opinion between the Project Manager and the Architect 
concerning the use of Construction Management System in this case. Whereas the 
Project Manager preferred Construction Management system on the basis that it gives 
opportunities to knowledgeable and competent professionals to manage the project; the 
Architect preferred the Traditional Building Procurement System on the grounds that it 
gives responsibility to the Architect to control the quality of his design. 
Furthermore, the Project Manager and the Architect differed in opinion about the 
frequency of use of the TBPS these days when compared with the past. The Project 
Manager agreed that the TBPS is falling from favour due to the inability of the 
Architects who have been traditionally team leader to cope with new technological 
changes and marketing strategies. The Architect in his opinion expressed that the TBPS 
is not less used because other systems are not undertaken in their true sense and are 
either the hybrids of the TBPS or are revolving around the same. 
However, there was a consensus between the two camps concerning the satisfaction by 
the client in this case by using a Construction Management system. The Project 
Manager indicated that the client was satisfied because he was involved in almost all 
stages of project implementation. The Architect was of the opinion that the Client was 
satisfied because the consultancy team managed to contain the cost of construction 
within a given period. 
Case study C: The project is an upper market office block for a parastatal organisation 
completed on 1- September, 1999. The site is a piece of land within the Dar es Salaam 
Central Business District. According to the client, the TBPS was used although he 
indicated that there was a slight departure from the TBPS as the contract period was 
fixed and was not left open for contractors to quote. 
113 
The completion cost was approximately Tshs. 20,000,000,000 (approximately usn 
25,000,000) at 1999 prices and a 156 weeks completion period was fixed. 
From the questionnaire to the client's representative the following were noted: 
• The system used was not different from the TBPS although it was indicated that 
completion time was of essence. 
• He observed that the TBPS created competition as compared to other systems and 
hence could reduce the cost but cautiously noted that it might not necessarily improve 
quality and overall project implementation time. 
• He normally decides which BPS to use based on his consultant's advise. 
• He commented that the TBPS produced better results because the Tanzania building 
industry has grown with it, while the other new systems are bound to create problems 
due to their not being tested by all parties involved. 
• He recommended that the introduction of new systems other than the TBPS be done 
gradually and carefully and to take time to leam from the experience in other countries 
where these systems are being applied. 
The questionnaire sheet for Consultants was sent to the Architect on 10th September, 
1999. It was not until 19th October, 1999 that the Architect finally agreed to discuss the 
contents of the questionnaire with the Candidate. It was the revealed that he had gone 
through the questionnaire but refused to fill it in. However the official statement given 
was that the project was very big and it could not be summarized in three pages of the 
questionnaire sheet forwarded to him. Even after a thorough discussion on what the 
candidate needed from of the whole project, the Architect did not show any kind of 
understanding of the Building Procurement Systems. He repeated similar words, that this 
project contained wet as well as dry construction, had been managed by experienced 
consultants and the procurement system used is the one recommended by RIBA and the 
Architectural Association of Tanzania. When he was asked to explain the Building 
Procurement Systems recommended by RIBA and AAT he did not mention anyone of 
the systems. 
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At the end of the discussion the Architect did not clearly indicate which Building 
Procurement System was used on this project. Furthermore it could hardly be 
established whether the Architect had ever used alternative Building Procurement 
Systems. 
Appraisal: The client's representative indicated that time was of the essence in this 
project and completion time had to be set in the tender document. Nonetheless, the 
client's representative was aware that using the TBPS could reduce the cost due to 
competition but not necessarily quality and overall project implementation time. This 
contradiction needed particular attention during the design as well as the construction 
stage. 
Furthermore, the client's representative indicated that he decided on the Building 
Procurement System to be used based on the advice of his consultants. However, in this 
case the Architect seemed to be ignorant of the Building Procurement Systems. There is 
a big question mark left in this case as to how the TBPS came to be used. 
Case study D: The project is a world class banking facility for the private financial 
institution completed in August, 1998. The site is located within Arusha Central 
Business District. According to the client's representative and the Architect the TBPS 
was used. The completion cost was approximately Tshs. 400,000,000 (about usn 
500,000) at 1999 prices and the project took 12 weeks to be completed. 
From the questionnaire to the client's representative the following were noted: 
• He had used the TBPS in the past. 
• The system used in this case was not different from the TBPS. 
• He did not have any other Building Procurement System to compare with the TBPS 
because he is still using the same. 
• He normally decides which BPS should be used upon the advise by his consultant. 
• He uses TBPS because it is widely used in the country and it has been tested by time. 
• He suggested that alternative Building Procurement Systems may exist in Tanzania but 
some educational strategies need to be adopted to influence their applicability. 
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The questionnaire meant for consultants was forwarded to the Architect who is based in 
a neighbouring country, Kenya, but has a branch office in Dar es Salaam. He responded 
as follows:-
He is aware of the following Building Procurement Systems. 
- Traditional Building Procurement System. 
- Design and Build. 
- Management oriented procurement systems. 
o He first learnt about the above systems in his college studies. 
o In this case the Traditional Building Procurement System was used. 
o He advised the client as to which system to use. 
o Criteria for the recommendation was that the project required a linear progress with 
deliveries that could easily be managed by traditional consultants. 
o He does not prefer particular Building Procurement System because different situations 
may require consideration of a system which offers the most advantage. 
o Complexity of the project and the time within which deliverables are able to 
accomplish influence his decision to use one Building Procurement System rather the 
other. 
o He is of the opinion that the Traditional Building Procurement System is being used 
less often these days than in the past because of increased complexity and the need 
for specialisation and the requirement of the faster delivery of building projects by 
customersl clients. 
o In this case the client was satisfied due to good delivery of the building in good time, 
with the required quality and at the agreed cost. 
o He pointed out that new Building Procurement Systems ensure earlier cooperation and 
practical involvement of the Contractor in the design process and early commencement 
on site. 
o He recommends that alternative Building Procurement Systems in Tanzania in future 
should be encouraged to cope with the complexity of building projects and because 
fast delivery of building is more important to clients nowadays than ever before. 
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Appraisal: The client normally decides which Building Procurement System should be 
used upon getting the advice from the Consultant and in this case the Architect advised 
the client to use the TBPS. The client was satisfied with the outcome of the project 
because of the controlled time, cost and quality deliveries. However, his satisfaction 
could be due to the fact that he did not have any other system to compare the results 
with. 
The Architect advised the client to use the TBPS because the project needed a linear 
progress with deliveries that could be managed by traditional consultants. However, the 
Architect admitted that the TBPS is being used less these days because of increased 
complexity of building projects, the need for specialisation of building elements and the 
Clients' desire for fast delivery of building products. 
Case Study E: The project is an office block for a private insurance consultant company. 
The site is located along Goliondoi Road within the Arusha Municipality. According to 
the Client the Traditional Building Procurement System was not used because he had 
paid an Architect to organise all trades involved and advice the client who should be paid 
what. 
According to the Consultant the TBPS was used although not in its entirety because the 
developer wanted a quick award to a commendable contractor. Hence negotiations 
started while the design was still going on. This could be probably called as an 
accelerated Traditional Building Procurement System. The cost of the project was Tshs. 
853,311,999 (approximately USD 1,100,000) at 1999 prices and a 52 weeks completion 
period was agreed. 
From the questionnaire filled in by the client the following were noted:-
• He has never used the Traditional Building Procurement System in his 18 housing 
projects carried out so far. 
• The system being used now is different from the Traditional Building Procurement 
System. 
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• He could not compare the results of the system being used now with the TBPS 
because he has never used the system. 
• He never decides which Building Procurement System to be used . 
• His architect decides which Building Procurement System to be used. 
• He is totally ignorant about construction and particularly the Building Procurement 
Systems 
• He needs new ideas on how to save money and improve quality of the final product. 
• He was not satisfied with the end result because of cost overrun and poor quality of the 
project 
The questionnaire sheet for consultants in this case was sent to the Architect who 
responded as follows:-
• He is aware of the following Building Procurement System 
- Open tendering 
- Selective tendering 
• He learned about the above systems in his School of Architecture and through 
practice. 
• In this case one contractor was called to negotiate with the developer. 
• He advised the client to go for negotiation with the contractor because the developer 
wanted a quick award to a commendable contractor. 
• He prefers to use selective tendering because it is less expensive and it enables award 
of a project to a familiarly good performing contractor. 
• He prefers Building Procurement Systems which can shorten tendering time and assure 
good performance. 
• He is of the opinion that the TBPS is being used less these days than in the past 
because building developers want to be involved as little as possible in the successful 
completion of building projects. 
• In this case the client was satisfied because the selected Contractor who was 
previously known for good performance finally got the contract and completed the 
project properly and in time. 
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• He thinks that there is a need to learn about other Building Procurement Systems 
because they have performed quite well in other countries. 
Appraisal: In this case there exists a confusion as to which exact Building Procurement 
System was used. According to the client's representative he entrusted the entire 
project responsibility to his consultant (the architect). The consultant was responsible 
for generating the design, arranging the services of other consultants and organising 
construction of a building including all the sub-contractors. The client was only 
responsible for paying all people involved upon the recommendation of his consultant. 
During the interview the consultant expressed that the responsibilities for design and 
construction (the basic characteristic of the Traditional Building Procurement System) 
were vested to two different organisations. He was of the opinion that appointment of 
the Contractor was done a bit earlier, before completion of the design, to allow early 
commencement of negotiations and to shorten tendering time. 
Furthermore, there was a conflicting opinion between the client and his consultant 
regarding the question of client satisfaction. While the consultant indicated that the 
client was satisfied because the project was completed in time, the client on the other 
side clearly stated that he was not satisfied. During the interview the client expressed his 
dissatisfaction in the areas of cost, time and quality. He stated that during the initial 
stage of the design he was not made aware as to the specification of such elements as 
doors and sanitary ware. 
He was compelled to change the specification of doors in the course of construction after 
those of poor quality were fixed and he had to intervene and import sanitary ware of the 
quality standard he wanted. He also complained about time overrun as a result of which 
he lost some prospective tenants due to non-completion of the project in time. 
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Concerning the quality, the client was bitter about the defects which occurred after 
practical completion. He stated that the extent of the defects were unbearable and the 
value of making them good could not be met by the retention fund held by the client. 
Furthermore he indicated that the defects liability period had long expired and nothing 
had been done to rectify them. At the end of the interview the clienfs stated that he 
was desperate for a good solution to his building plans in the future. 
Case Study F: The project is a residential complex constituting 57 villas (houses) 
currently accommodating all American Embassy staff. The client is the private developer 
of Asian origin and he explained that this investment is one of his many private properties 
in town. The site is a piece of land along Msimbazi river within the city of Dar es 
Salaam. According to the Client representative the Traditional Building Procurement 
System was not used in this case. 
The project value when it was completed in 1997 was Tshs. 414,064,000 (approximately 
USD 500,000) per unit including external works for each villa, that is, access road, hard 
landscaping, soft landscaping, swimming pool, boundary wall and garden lighting. 
Further explanation by the client's representative is that no local consultant was involved 
in this project. The design was done abroad (in the UK), the client imported all the 
materials required except those which are locally available like cement, sand, aggregates, 
steel bars and paints. The client employed a Chinese contractor who was being 
supervised by one of the family members who happened to have a knowledge of 
construction. 
An extract of the information, from the questionnaire to the client's representative is as 
follows:-
• He has never used the Traditional Building Procurement System in his building 
construction projects. 
• The system being used now is different from the TBPS 
• He opted for other systems because of the need to control time and cost 
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• He does not use local architects because the family wanted a good design from abroad. 
• The family normally decides which Building Procurement System to use. 
• Criteria for the selection of Building Procurement System is cost, quality and the ease 
with which cash flow can be disbursed to the project 
• He can not compare the results of the current Building Procurement System with the 
TBPS because he has never used the TBPS 
• He can not comment on the use ofaltemative BPS in Tanzania in future because he 
does not have enough experience with any particular system. 
• He would like to learn more about BPS to improve his knowledge for future 
implementation by family projects. 
Case study G: The project was foreignly in funded by the Swedish government and 
consists of the expansion of Ministry of Finance offices. The project was subdivided into 
two phases with phase I completed in May, 1999 and phase II scheduled for completion 
by mid year 2000. The project cost for both phases is budgeted at Tshs. 3,200,000,000 
(approximately usn 4,000,000) at 1999 prices. 
According to the client's representative, an Architect and a Project Manager were 
involved in this project. The client representative indicated that the Building 
Procurement System used is slightly different from the Traditional Building Procurement 
System due to the fact that the project manager was involved. The architect indicated 
that the Traditional Building Procurement System was used. The Project Manager was of 
the opinion that the system used was a combination of project management and the 
Traditional Building Procurement System. 
From the questionnaire to the client's representative the following were extracted:-
• He had used the TBPS in the past 
• The system used in this case was slightly different from the Traditional Building 
Procurement Systems 
• The reasons for the departure from the pure TBPS was due to the wishes of the donor 
to introduce the project manager as his representative. 
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• The lead consultant was the project manager who was employed to oversee 
performance of other consultants and the contractor and, at the same time, to 
safeguard 
the interest of the donor. 
• He is of the opinion that involvement of the project manager necessitated additional 
expenditure for doing nothing. 
• He nonnally decides which Building Procurement System should be used, upon the 
advice of the consultants. 
• He is of the opinion that the involvement of the project manager did not indicate any 
improved results from the TBPS. 
• He is of the opinion that other alternative Building Procurement Systems may be used 
in specialised cases where there is a limited number of contractors and designers, in 
such fields as nuclear reactor plants. 
The questionnaire meant for consultants in this case was forwarded to both the Project 
Manager and the Architect respectively. The Architect responded as follows:-
• He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- ''Promotional'' Building Procurement System 
• He learnt about the TBPS through studies and the other system through practical 
experience which reflects market needs 
• In this case the TBPS was used 
• In this case he did not advise the client with respect to the type of Building 
Procurement System to use. 
• He prefers to use the " promotional" system because the consultants can confonn not 
only client's requirements but also to the perfonnance in the delivery of 
services 
• Fast delivery, fighting inflation and quick recovery of capital investment influences him 
to use one system rather than any other. 
• He is of the opinion that the TBPS is falling from favour because it is too 
cumbersome, takes a long time before the project is implemented on site and it lacks 
clarity of responsibility. 
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· In his practice he has mostly used the TBPS 
• In this case the client was satisfied because the project was completed on time and the 
quality level attained was satisfactory 
• He was of the opinion that new BPS call for diligence and consciousness of the 
consultants and the client consultant relationship improves as well as the performance 
of the building industry. 
• His comments are that the TBPS is outdated when put on the world scale as the new 
world economic order requires efficiency not only on consumer goods but extends to 
services offered in other fields, the building industry being one of them. 
The response from the Project Manager was as follows:-
• He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- Design and Build 
- Turnkey 
- Project Management 
- Construction Management 
• He learnt the TBPS at the University and other systems through on-job training 
• In this case a combination of project management and the TBPS was used 
• He advised the client with respect to the type of Building Procurement System to be 
used 
• He recommended a slight departure from the TBPS to enhance fast construction 
process and control of quality and price. 
• He prefers to use project management system because the system calls for single points 
of responsibility, good control over design process and is less difficult in imposing 
varied requirements 
• Requirement of the employer's geographical limitation of tenders, nature and 
magnitude of the work are the factors which influences him to use one system over the 
other. 
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• He is of the opinion that development of the building industry, increased specialisation, 
the need for the manager rather than the designer to co-ordinate building activities are 
the reasons for the TBPS being used less. 
• He has so far used the following systems in Tanzania 
- Traditional Building Procurement System 
- Design and Build 
- Turnkey 
- Project Management 
· In this case the client was satisfied because time schedule and other requirements were 
achieved. 
• The new BPS simplifies supervision and creates a good working environment for all 
parties involved. 
• He recommends that there is a need to develop contract documents to easily 
accommodate alternative Building Procurement Systems. 
Appraisal: In this case the client needed funding assistance from another government 
and the donor country involved their representative bearing the title of the project 
manager to safeguard lter interest. It seems the client was not happy with the 
involvement of the project because they had to pay his fees. He further, indicated that 
the involvement of the project manager did not improve the delivery results as far as the 
cost, time and quality was concerned. 
Case Study H: The project is located in the outskirt of Ar\lsha Municipal and 
constitutes construction of 65 upper market residential units with a commercial centre 
around the residential complex. 
The project was completed in August, 1999 costing about Tshs. 8,500,000,000 
(approximately USD 10,000,000) at 1999 prices. The project was subdivided into 4 
(four) packages and all were supervised by a construction manager. The client was a 
parastatal organisation and according to the representative the project was carried out 
using the Construction Management System. 
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From the questionnaire to the client's representative the following infonnation was 
extracted: 
• He had used the TBPS in the past 
• The system used in this case is different from the TBPS 
• The reasons for the change was time constraints and tight budget control 
· The lead consultant was the Construction Manager and not an architect 
• When comparing the system used in this case with the TBPS he realised the benefits of 
controlled cost and improved time management 
• He normally decides which Building Procurement Systems to be used based on the 
parameters dictated in the project feasibility study 
• Comparing the results of the new BPS with the TBPS the client observed that current 
BPS produced better results because it allowed flexibility as a means of reducing costs 
and it enhance quality. 
Response from the Consultant to the questionnaire forwarded to him was as follows:-
• He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- Design and ~uild 
- Construction Management 
• He learnt about the above systems through fonnal training for the TBPS and in books, 
journals and through practice. 
• In this case the Construction Management system was used but he did not advise the 
client's as to which system should be used. 
• He preferred to use the TBPS because it defined the responsibility between design and 
construction 
• The TBPS is being used less often these days than in the past because the system takes 
a long time to complete especially when the client lacks qualified manpower 
in the related field to construction 
• In this case the client was satisfied because the project was completed on schedule and 
within the budget. 
• He thinks that other BPS are more flexible and thus take less time for project 
implementation than the TBPS 
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• He recommends that with the liberation of the building industry, Design and Build has 
a bright future but people need to be educated about it. 
Appraisal: In this case the Consultant did not advise the client on the Building 
Procurement System to use and he did not ask the procedure used to adopt the 
Construction Management system. Nonetheless, the Consultant admitted that the TBPS 
is being used less often now because of the overaI1 time taken to implement the project 
from inception through to completion. Satisfaction of the client was based on the fact 
that the cost was properly controlled and that the quality level achieved was satisfactory. 
Case Study I: The project was foreign funded by the Norwegian government and 
consists of the construction of two lecture theatres for one of the Universities in 
Tanzania. The project is located on a piece ofland in the University campus on the 
outskirts of the city of Dar es Salaam. The project was completed in November, 1999 
at the total project cost of Tshs. 3,500,000,000 (approximately USD 4,375,000) at 1999 
prices. 
According to the client's representative an Architect and a Project Manager were 
involved in this scheme. The client representative was of the opinion that the TBPS was 
not used per se because the project manager was involved. The Architect indicated that 
the TBPS was used with the project manager in place. The Project Manager was of the 
opinion that Construction Management System was used rather than the TBPS 
From the questionnaire to the client representative the following information was 
obtained:-
• He had used the TBPS in the past. 
• The system used in this case was different from other TBPS due to the fact that the 
project manager was involved. 
• The reason for adopting a system other than TBPS was due to the wishes of the 
financing country having her representative 
• The lead consultant was the project manager who acted as the representative of the 
financing country. 
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• He is of the opinion that involvement of the project manager improved the spirit of 
teamwork. 
• He normally decides the BPS to use but in this case the donor country had its hand in 
the decision making. 
• He is of the opinion that the involvement of the project manager called for improved 
results in term of completion time and cost control. 
• He is of the opinion that other alternative BPS may be used but appropriate 
information needs to be disseminated among all parties. 
The questionnaire meant for consultants in this case was forwarded to both the Project 
Manager and the Architect respectively. The Architect responded as follows:-
• He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- Turnkey 
- Build Operate and Transfer. 
• He learnt about the TBPS through studies and other systems through 
expenence 
• In this case TBPS was not used per se due to the presence of the project manager 
• He did not advise the client on the type of Building Procurement System to use 
• He does not have a preferred Building Procurement System because mainly the TBPS 
is in use. 
• He is of the opinion that the nature, type or size of the project as well as the client or 
donor's wishes coupled with the legal framework dictate the use of one BPS rather 
than another. 
• He is of the opinion that the TBPS is falling from favour because the building industry 
is becoming more commercialised and clients are being more business oriented now 
than in the past. 
· In his practice he has mostly used the TBPS and other Systems involving the project 
manager. 
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• In this case the client was satisfied because of good teamwork by the consultants. 
• He recommends that the new Building Procurement System should be implemented 
with care because in the country there is no adequate skills and expertise to support 
their appropriate use. 
• The response from the Project Manager was as follows:-
• He is aware of the following Building Procurement Systems 
- Traditional Building Procurement System 
- Project Management 
- Turnkey 
• He learnt all the above Building Procurement System through practice 
• In this case the Construction Management system was used. 
• He did not advise the type of Building Procurement System to be used in this case. 
• He prefers to use Project Management because it gives the client an opportunity to 
appoint the right project leader. 
• He prefers to use Project Management system because it allows new ideas to come in 
during project implementation. 
• In this case the client was satisfied because he (client) had the opportunity to be fully 
involved in all major. decision for the project before they were implemented. 
• He is of the opinion that the new Building Procurement Systems give the client an 
opportunity the right team leader for the right project. 
• He is of the opinion that clients are more knowledgeable now than ever before due to 
changes from a closed to free market economy and hence callings for 
appropriate Building Procurement System. He also observed that more competent 
contractors could now be found in the industry to adopt new Building Procurement 
Systems. 
Appraisal: In this case the client obtained financial assistance for a donor country to 
construct two lecture theatres. The donor country introduced the Project Manager to 
the project team to monitor the work progress and the expenditure of disbursed funds. 
The client in this case was happy with the results of the project because the project 
manager cultivated the teamwork and time, cost and quality were properly controlled. 
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Case Study J: The project is an office block located within the city of Dar es Salaam. 
The standard of finishings was for middle class tenants and the total project cost was 
about Tshs. 1,200,000 (approximately USD 1,500,000) when it was completed way back 
in 1995. 
The client is the private developer and he explained that no consultant was involved. He 
directly employed trade contractors to construct his building after obtaining architectural 
drawings from one of his relatives. 
Information extracted from the client's questionnaire is as follows:-
• He did not use the Traditional Building Procurement System for this and other projects 
• He opted for other systems in order to have a proper control of cost and quality 
• He normally decides which Building Procurement System to use by consulting trade 
contractors. 
• He could not compare the results of the current Building Procurement System with the 
TBPS because he has never used the TBPS 
5.3 CLIENTS'SURVEY 
The intention of this survey was to test the appropriateness of the Building Procurement 
System used for each studied cases. A structured interview was carried to all ten case 
studies between the author and representatives of clients. The respondents were orally 
interviewed and guided through the selection of systems outlined in appendix IV. This 
BPS selection method was preferred due to its simplicity and the way it relates the 
characteristics of the most commonly used procurement systems to a list of client's 
priorities or needs for his project. Other advantages of this method of BPS selection 
over others are detailed in section 4.5 of this research. 
The results of each case studies are outlined hereunder and the actual response by client 
representatives are attached in appendix VII for reference purpose. 
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Case study A: When the client's representative was interviewed orally using guidelines 
outlined in appendix IV the results were as follows:-
Priority 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 





Good but not special 
A target plus or minus will do 
No other factors more important 
Can manage separate firms 
Yes 
Yes 
During the course of the interview it was observed that using the guideline in Appendix 
IV for identification of client priorities, the appropriate Building Procurement System 
would have been the Accelerated Traditional Building Procurement System although 
Sequential Traditional Building Procurement System was used. 
Case study B: When the client's representative was interviewed orally using the 
guidelines outlined in Appendix IV, the results were as follows:-
Priority Response 
• Timing Crucial 
• Controllable variation Definitely not 
• Complexity Moderately so. 
• Quality level Good but not so special 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 
• Risk avoidance 
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Yes 
Certainly for all construction work 
Must have only one firm for 
everything 
Yes 
Prepared to share agreed risk 
During the interview with the client's representative using a guideline in Appendix IV 
observed that this project needed more input of management style. The most 
appropriate Building Procurement System was therefore Management Contracting and 
not Construction Management as was the case. 
Case study C: When the Client's representative was interviewed orally the following 
results were noted: 
Priority 
· Timing 
· Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 







Certainly for all construction work 
Must have only one form for everything 
Yes 
Yes 
During the interview with the client's representative using a guideline in Appendix IV, it 
was observed that the project should have been canied out using management 
contracting system or contractor project manager's system. 
Case study D: From the interview with the client's representative using guidelines as per 
appendix IV the results were as follows:-
Priority 
• Timing 
• Controllable variations 
· Complexity 
· Quality level 








Construction and management teams 
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• Division of responsibility 
• Professional responsibility 
• Risk avoidance 
Can manage separate finns 
Yes 
Prepared to share agreed risks. 
During the interview it was observed that using a guideline in Appendix IV for 
identification of client priorities the appropriate Building Procurement System was the 
Management Contracting, although the TBPS was used. 
Case study E: When the client's representative was interviewed using guidelines 
outlined in appendix IV, the results were as follows:-
Priority 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 
• Price Certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 





Good but not special 
A target plus or minus will do 
No, other factors more important 
Must have only one form for everything 
Not important 
Yes 
This project needed amalgamation of design and construction responsibilities. The most 
appropriate Building Procurement System was direct Design and Build. 
Case study F: When the client's representative was interviewed using guidelines outlined 
in appendix N the results were as follows:-
Priority 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 






A target plus or minus will do 
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• Competition 
• Division of responsibility 
• Professional responsibility 
• Risk avoidance 
Certainly for all construction work 
Can manage separate firms 
Yes 
Prepared to share agreed risks 
From the client's priorities listed above, this project has three options that is, accelerated 
TBPS, Management Contracting and Construction Management. Something obvious 
from the above score is that the project needed more emphasis on managerial input. 
Case study G: When the clients' representative was interviewed orally for the priority 
rankings the response was as follows:-
Priority Response 
• Timing Crucial 
• Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 




A target plus or minus will do 
Construction and management team 
Can manage separate firms 
Yes 
Prepared to share agreed risks 
From the client's list of priorities the projects would have been either undertaken by 
using Accelerated Traditional Building Procurement System or Management Contracting 
system. 
Case study H: When the client's Representative was interviewed orally using guidelines 
outlined in appendix IV the results were as follows:-
Priority Response 
• Timing Crucial 
• Controllable variations Definitely not 
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• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 




Certainly for all construction work 
Must have only one form for everything 
Yes 
Prepared to share agreed risk. 
During the course of the interview it was observed that using the selection matrix in 
appendix IV for the identification of client priorities the appropriate Building 
Procurement System was the Management Contracting although the Construction 
Management System was used. 
Case study I: When the client representative was interviewed orally for identifying his 
priorities, the response was as follows:-
Priority 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 





Good but not special 
Yes 
Construction and management team 
Can manage separate firms 
Yes 
Prepared to share agreed risk 
From the client's list of priorities the appropriate Building Procurement System was 
Management Contracting. 
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Case study J: When the client's representative was interviewed using guideline outlined 
in appendix (IV) the results were as follows:-
Priority 
• Timing 
• Controllable variations 
• Complexity 
• Quality level 
• Price certainty 
• Competition 
• Division of responsibility 
• Professional responsibility 





Good but not special 
A target plus or minus will do 
Certainly for all construction work 
Can manage separate firm 
Yes 
Yes 
From the client's priorities listed above, this project was suitable to be undertaken by 
Construction Management system 
Table 5: Application of BPS as observed through case studies. 
Case BPS Appro- Inappro- Ideal BPS Experience Formal 
Used priate priate as per with new Training in 
matrix BPS New BPS 
A TBPS " Accelerated Limited No 
TBPS 
B CM " MC Limited No 
C TBPS " MC No 
D TBPS " MC Yes Yes 
E DM " DM No No 
F DC " CM No No 
G CM " TBPSIMC Limited No 
H CM " MC Limited No 
I TBPS " MC Limited No 
J DM " CM No No 
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The response by clients and their representatives is summarised on table 5.1 above. 
5.4 CONSULTANTS'SURVEY. 
The decision was made that a second survey was necessary to improve the sample size. 
Main focus for the second survey was on changes in use of Building Procurement 
System, consultants knowledge of different BPS and how this knowledge was acquired. 
In this survey a questionnaire was sent to 15 different architectural firm including five 
covered in the case studies. Fourteen firms responded including four leading consultant 
firms in the country. A statement was included at the beginning of the questionnaire 
guaranteeing the respondents of their anonymity. 
Results from the survey study showed that TBPS dominated in the past being used on to 
91 per cent of the overall building projects in Tanzania. Other forms of Building 
Procurement Systems occupied the following percentages:-
Table 6: Use of BPS in the. past. 
Building ProcureDlent SysteDls Score(%) 
Traditional Building Procurement System 91.0 
Design and Build 3.6 
Management Contracting 0.1 
Construction Management 1.7 
Turnkey / Package Deal 0.4 
Design and Manage 3.2 
Develop and Construct 0 
Build - Own - Operate - Transfer 0 
TOTAL 100 
Further to the above the survey clearly indicated that there was a trend towards change 
in the use of Building Procurement Systems. The percentage covered by the TBPS in 
the future was predicted to decline to 38 per cent of the overall building projects to be 
executed in Tanzania. Other forms of Building Procurement Systems were likely to 
increase their market share as follows:-
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Table 7: Expected use of BPS in future. 
Building Procurement Systems Score (%) 
Traditional Building Procurement System 38.0 
Design and Build 16.0 
Management Contracting 6.4 
Construction Management 7.5 
Turnkey I Package Deal 11.1 
Design and Manage 4.2 
Develop and Construct 3.2 
Build - Own - Operate Transfer 13.6 • 
TOTAL 100 
To supplement the findings of the consultants' knowledge of the certain new Building 
Procurement System out of fourteen architects covered under the consultants survey of 
the knowledge acquired the results were as follows:-
Table 8: Consultants' knowledge on BPS. 
Knowledge Acquired Architects 
Through experience 4 
By reading text books 2 
Through formal training 2 
By recruiting on expert 0 
Other means (interaction with others) 5 
TOTAL 13 
5.5 SUMMARY 
It would seem that in Tanzania most of the clients are unable to identity advantages of 
alternative systems over the TBPS. This is because during the survey it was discovered 
that while the clients who used the TBPS are satisfied with the results, they do not have 
other bench marks on which to compare their satisfaction. Also it was found that some 
of the consultants are indeed aware of the alternative BPS, however, they do not advise 
their clients on the selection of appropriate BPS because: 
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- they are lacking in a guiding tool to enable proper selection 
- they are not sure of the outcome of new BPS because they have not been time 
tested 
- the fear of loosing their repeated clients due to the satisfaction they have 
already shown by using the TBPS 
In general, the selection of BPS to most projects was found inappropriate. Research has 
revealed that the way in which many clients, and their professional advisors select the 
method of procurement is in most cases arbitrary and haphazard, ill - treated and 
lacking in logic. 
In Tanzania confusion still exists about the consideration of project management being 
one of the procurement systems. The literature review has revealed that project 
management is excluded because the project manager could be applied to any 
procurement system. 
Another point of interest which was recorded during the survey is that, previously, an 
architect acted in the capacity of project manager and a project leader. With the 
complexity of modem day projects, architects are under a lot of strain to design, co-
ordinate and supervise the construction. The work of the Project Manager for the cases 
surveyed is to help manage a project during construction. 
Project Managers ensure that the budgets do not overrun and programmes are 
maintained, and the quality of development is not compromised. Unfortunately there are 
cases where Project Managers proved to be more obstructive than helpful This could be 
attributed to the fact that their role in the industry is relatively new and they are trying to 
establish and justify their positions in the building industry hierarchy. 
The results of this case studies are further analysed in the next chapter. 
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6.1 INTRODUCTION 
The results of surveys and case studies concerning the current Building Procurement 
Systems (BPS) selection practice in the Tanzania building industry was provided in 
chapter five. In this chapter, these results are consolidated and analysed further. A 
survey was made to support case studies based on the questionnaire attached in appendix 
ill. This survey was carried to owners or managing directors of fourteen out of33 
registered architectural registered firms. It is believed that the outcome of this pilot 
survey fairly represents the entire building industry of Tanzania. 
On the other hand an attempt is made to interpret the outcomes and therefore generate 
new propositions for testing the hypothesis. Thus the purpose of the research is fulfilled 
in the hypothesis will be proven or rejected and new propositions generated to assist if{ 
formulating a base for future researches. 
6.2 TESTING HYPOTHESIS I 
The first hypothesis was that "The Tanzania Building Procurement Systems 
has fallen from favour because of its frequent failure to deliver in terms of 
time, cost and.quality". 
The respondents to the questions intended to address this hypothesis in the case study 
projects were asked to agree or to disagree on the fact that the TBPS has fallen from 
favour. Those who agreed, were further asked to give their reasons as to why the TBPS 
has fallen. In response to the first question ''has the TBPS fallen from favour", the 
following were noted:-
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Table 9: TBPS has fallen from favour. 












TOTAL 6 1 3 
Out often case studies, six respondents that is 60 per cent, agreed that the TBPS had 
fallen from favour, one respondent representing 10 per cent disagreed and three did not 
respond to this question as they have no any basis for this answer. This creates a general 
feeling that the TBPS .has fallen from favour. However, when asked to give reasons for 
the failure of the TBPS only three case studies directly mentioned the factor of time to be 
the one of causes. Other reasons put forward were as follows:-
• Creating adversarial relationship among parties. 
• Failure of the architects to cope with new marketing strategies and technological 
changes. 
• Increased complexity of buildings and the need for specialisation. 
• Desire by building developers to delegate responsibilities and be less involved 
• Need for single point of responsibility. 
From the consultants survey several reasons were put forward to be the causes of change 
from the TBPS to other systems. Response to this is referred in table 5.2 and 5.3. These 
include:-
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• Foreign investors influences. 
• Globalisation of trade and buildings being traded as other products. 
• Expansion of private sector to utilise the building as a commercial product. 
• Clients are in need of fast delivery systems. 
• Expansion of electronic infonnation technology. 
Therefore the first hypothesis has been proved in part, that in Tanzania the TBPS has not 
"fallen" but is in the process offalling from favour. The second part of hypothesis which 
calls for reasons of its failure to include time, cost and quality seem not to be the entire 
cause. Apart from time there are other causes creating a demise of the TBPS. In fact it 
would appear to be clients who are the driving force in the process of change. 
6.3 TESTING HYPOTHESIS n 
The second hypothesis was that" The new Building Procurement Systems 
are inappropriately applied on projects due to the consultants I inexperience 
with certain new systems". 
This hypothesis is divided into two parts, that is, in cases when other BPS than the 
TBPS have been used have been incorrectly applied, for instance, where the Design and 
Build was used, the appropriate system would have been Management Contracting. 
Secondly is that the inappropriate application of the new BPS is due to the consultants' 
inexperience with those new systems. From the case study data presented in table 5.1, it 
can be seen that of the 10 projects concerned only one had used the appropriate BPS. 
However, the use of appropriate BPS on that project happened by chance and not be 
design. This is based on the filct that the consultant had limited knowledge of the new 
BPS (mainly the TBPS and DB), and he did not advise the client which system should be 
used. The client himself decided which BPS to be used and he did not have any 
knowledge about others. In all other cases alternative procurement system would have 
provided "better fit". 
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From these, results it can be seen that there are more than one item to be looked into viz. 
• Out of six case studies where the new BPS were used none of them was appropriately 
applied. 
• Out of four case studies where the TBPS was used only in one case proved that the 
system was appropriately applied. 
• Out of eight consultants involved in the case studies only one consultant seemed to 
have undergone thorough formal training of BPS. The rest had either limited 
knowledge of the new BPS, acquired through on job training or did not have the 
knowledge at all. 
Further survey carried to consultants (ref table 5.4) out of 13 architects~ only two of 
them indicated that they gained BPS knowledge through formal training. 
Therefore this hypothesis has been positively proved that the new BPS is inappropriately 
applied and this is due substantially to the inexperience of the consultants. 
6.4 TESTING HYPOTHESIS m 
This hypothesis attempts to assess if "client are satisfied with the results 
of the new Building Procurement Systems (BPS)" . 
To make a fair assessment even clients who used the TBPS were asked to state their 
level of satisfaction with the results of that system. The following are the outcome: 
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Table 10: Client satisfaction 
Case Study BPS used 
A TBPS YES 
B CM YES 
C TBPS YES 
D TBPS YES 
E DM NO 
F DC YES 
G CM NO 
H CM YES 
I TBPS YES 
J DC YES 
It seems that in all the cases where the TBPS was used, the clients were satisfied with the 
end product. However, reasons given by clients regarding their satisfaction are similar to 
that encountered during the literature review such as:-
• no alternative BPS to compare 
• the industry has grown with it 
· it has been tested by time. 
On the other hand, in those cases where new or alternative BPS other than the TBPS 
were used half of the clients were satisfied with the results and half of them were not. 
Those satisfied mentioned a narrowed single point of responsibility, controlled quality, 
cost and cash flow planning to be some aspect behind their satisfaction. Those who were 
not satisfied mentioned the increased cost of employing a project manager, poor product 
quality, time and cost overruns. The later cases could have been attnouted to the 
Consultant's inexperience with certain new BPS as was the case in for case study E. 
Therefore this hypothesis has not been positively proved because 100% of clients who 
used the TBPS are satisfied with the results, 67% of clients who used alternative BPS 
were satisfied and 33% were not. This may call for a further study in this area as to why 
33% were not satisfied. 
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6.S SUMMARY 
The important findings from this survey can be summarised as follows: 
• The TBPS has fallen from favour because of its failure to deliver in terms of time, good 
working relationship among parties, the need for clients to be minimally involved and 
their desire for a single point of responsibility. 
• The new BPS is inappropriately applied on projects due to the Consultant's 
inexperience with certain new BPS and their lacking of a guiding tool to enable 
proper selection 
• Clients who used the TBPS were all satisfied with the results of the system simply 
because they had no comparison. Those who used alternative BPS were not :fully 
satisfied due to the failure to deliver in terms of time, cost and quality. 
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CHAPTER SEVEN 
FINDINGS, CONCLUSION AND 
RECOMMENDATIONS 
7.1 INTRODUCTION 
This chapter draws the conclusion right from the problem statement formulated in 
chapter one, literature review covered in chapter two, three and four and the data 
collection and analysis in chapter five and six. The summary of findings is also 
highlighted in this chapter. This chapter also makes recommendation on ways to 
improve the performance of the building industry through the adoption of alternative 
Building Procurement Systems. 
7.2 SUMMARY OF FINDINGS 
Satisfaction of construction industry clients has been found to be reflected to the level at 
which delivery time, construction cost and product quality requirements are being met. 
Any attempt to improve the construction industry performance can not ignore the fact 
that time, cost and quality standards are the client's needs which have to be considered. 
However, there exist a strong link between these client's needs and Building 
Procurement Systems. This linkage emanate from the fact that Building Procurement 
System defines the organisational framework of the entire construction team. It is 
through this framework that duties and responsibilities of each member of the team are 
established in order to meet the client's needs. 
Building Procurement Systems change is relatively a new phenomenon with its main 
cause being a demand by customers. A cross - section of world review, an overview of 
developing countries and the Tanzanian context has shown that desire by clients to 
procure buildings more quickly, cheaply and of quality standard has been the major 
driving force behind Building Procurement System changes. Consultants and 
contractors are under pressure to look efficient ways of selling their services and 
products. Hence they are continuously exploring new Building Procurement System. 
The body of knowledge about Building Procurement System is still evolving and 
developing among researchers, practitioners and building developers. There is not yet 
an agreed format of categorising Building Procurement System as well as method of 
selecting the most appropriate system. 
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However, there exist guidelines that are useful ranging from a computer package 
software programme to a simple guidance used in this research which reduces all 
possible alternatives to a manageable number. All guidelines being explored have 
something in common. They are trying to aggregate client's objectives and project 
characteristics then identify the potentially appropriate Building Procurement System to 
meet the two. 
Findings, particularly from case studies and other surveys, have shown that in Tanzania 
the professions are largely not aware of this developing body of knowledge. It seems 
that it is being forced upon them by clients. Those who have attempted to use 
alternative Building Procurement System are still experimenting their application and it 
may be for this factor that is leaving clients uncertain. Surveys have shown that it is 
important they are educated because it would seem that they default to ones that they 
understand but because they are not appropriate for the project conditions they are 
causing dissatisfaction. 
7.3 CONCLUSION 
This study aimed at as~sing the rate at which new Building Procurement Systems 
other than the Traditional Building Procurement System are being practiced and their 
appropriate application. There is a clear inclination towards the application of new 
Building Procurement System and their respective organisation structures. This has been 
generated from the case studies and other surveys. It proves the first hypothesis to be 
positive. 
However, the appropriateness of the Building Procurement System in relationship to the 
client's objectives and project characteristics is not consistent. It was found that the 
majority of the practitioners are aware of the terms used to describe the new Building 
Procurement Systems but the appropriate meaning of these terms and experience in their 
application leaves a lot to be desired. In this respect the second hypothesis was fully 
supported. 
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The findings from case studies and other surveys gave identical results showing that 
clients who used the Traditional Building Procurement System were satisfied with the 
results. On the other hand of a group of clients who used the new Building Procurement 
Systems were satisfied with the results of the end product. Therefore the new BPS are 
somehow delivering positive results as it is purported. The aspect of these new Building 
Procurement Systems facilitating desired time is acceptable but the question of cost and 
quality levels does not hold. Thus the third hypothesis could not be completely validated. 
7.4 RECOMMENDATIONS 
In view of the findings, the way most clients and their professional advisors select 
procurement systems for their projects is inappropriate. The following are recommended 
to cultivate ideal knowledge, create proper understanding and hence lead to the selection 
of appropriate Building Procurement System to building projects in future. Some of the 
data generated by this study has shown that most of the consultants and clients are not 
familiar with current developments in Building Procurement System. As a means of 
exposing them to theory and practice: 
• Introduce continuoqs professional development (CPD) programmes to practitioners 
through seminars, workshops and construction new letters on the subject matter. 
Much has been done using similar models to update practitioners' knowledge in 
matters of arbitration, building contracts and other building policies. Statutory bodies 
such as Architects & Quantity Surveyors Registration Board, Engineers Registration 
Board and the National Construction Council are best placed to perform this role. 
Similarly professional bodies such as Tanzania Institute of Quantity Surveyors, 
Architectural Association of Tanzania, Institute of Engineers in Tanzania and 
Association of Consulting Engineers in Tanzania can provide a useful training back up 
in this aspect. 
• Introduce Building Procurement System subjects into the Universities as well as 
technical colleges curricula where the future professional generation is being moulded. 
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• In order to establish the basic principles of formulation of an appropriate Building 
Procurement System for various building projects, the National Construction Council 
should establish appropriate methods of selecting appropriate Building Procurement 
System. 
There are a number of ways in which this can be achieved but as a starting point a 
literature survey should be carried out throughout the country as an audit of available 
methods of selecting Building Procurement System. This should be followed by intensive 
validation and checking to establish selecting methods which are appropriate to the 
Tanzania building industry. 
• The standard forms currently in use are based purely on the practice of the Traditional 
Building Procurement System thus limiting the use of alternative Building Procurement 
Systems. It is recommended that work be done in establishing a standard form flexible 
which could be used for any selected Building Procurement System. For any selected 
Building Procurement System based on the actual tasks peculiar to the project, the 
standard form of contract should be adjusted to deal with respective tasks. 
• There is a general perception that practicing other Building Procurement Systems than 
the Traditional Building Procurement System could be illegal. The Government, 
through its organs should create a legal framework whereby new Building 
Procurement Systems can be practised without any fear. 
7.5 AREAS FOR FURTHER RESEARCH 
In the search for literature review for this study it was evident that little~ if not none, has 
been said or written about new Building Procurement Systems and their appropriate use 
in the Tanzania building industry. It is important therefore, to recommend that much 
need to be explored as far as Building Procurement Systems are concerned in order to 
improve the performance of the industry in general. The following may be areas for 
further research:-
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• Identification of clients objectives, project characteristics and their relationship with 
Building Procurement Systems in the Tanzania context 
• The influence of Building Procurement Systems on the success or failure of building 
projects in Tanzania 
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Research Ques1ionnaire Sheet (to Clients) 
APPENDIX I 
RESEARCH OUESTIONNAIRE SHEET (TO CLIENTS). 
CASE STUDY: ................................................................................................................ . 
Please note that, although this questionnaire is in whole aimed at collecting all available information on 
building procurement systems in general there are however some particular questions which aim on the case 
study project referred above. 
1. Did you ever use the Traditional Building Procurement System (TBPS) in your building 
construction project? 
2. Is the Building Procurement System you are using now different from the previous (TBPS)? 
3. If YES, why did you change from the TBPS? 
(a) Time constraints D 
(b) Cost overrum D 
(c) Poor quality of end product D 
(d) Consultants advice D 
(e) <>thers (Please elaborate) ...... : ..................................................................................... . 
4. If your lead consultant is not an architect why did you change? 
5. Recalling about the old system. did it have improved results with respect to time, cost and quality 
when compared to new Building Procurement System used now? 
6. Do you decide which Building Procurement System should be used in your building construction 
projects? 
YeslNO 
7. If YES, what criteria doIdid yoo use? 
8. If NO, who decides? 
9. If you are able to compare your current Building Procurement System with the Traditional Building 
Procurement System (thinking of two specific projects), which system produced the best results? 
10. What was important to yoo in making this decision? 
11. What comments would yoo make on the use of alternative Building Procurement Systems in 
Tanzania in the future 
12. Kindly indicate if you would Iilre to be informed of the outcome of this research 
If YES, please give out the reason (s) ..................................................................................... . 
13. What other related researches which in your opinion would be useful in the Tanzania Building 
Industry 
Research More Useful Useful 
14. Optional: 
Name and profession ............................................................................................................. . 
Organisation ICOmpany ........................................................................................................ .. 
Address .................................................................................................................................. . 
Telephone .............................................................................................................................. . 
Fax ........................................................................................................................................ .. 
E-mail .................................................................................................................................. . 
Thank you for you kind co - operation 
A.M.KAMALA 
APPENDIX II 
RESEARCH QUESTIONNAIRE SHEET (TO CONSULTANTS) 
CASE STUDY: ................................................................................................................ . 
Please note that, although this questionnaire is in whole aimed at collecting all available infonnation On 
building procurement systems in general there are however some particular questions which aim on the case 
study project referred above. 
1. Being'one of the participants in the Tanzania building industry which building procurement 
systems you are aware of? 
2. For the building procurement systems indicated above, how did you first learn about them? 
You may wish to either account for each individually or collectively. 
3. With respect to Ihe project undcr study which building procurcmcnt systcm \\'3S llSed? 
.,.*.- .... ~«'~""""""""""'" •• ~ ••• ~ ...... _ •••••••••••••• " .......................... ~~ ••• ~1 ••••••••• , - •••••••.•.•........•.• 0 •••• ' •••• 
. 1. With respeclto thc type of Building Procuremcnt Systcm used in thc pr(ljcct cO\'cTcd in 3 abovc, P:;U
1 
ad~;e r clienl wb;cb one s.bould be used? 
5. If YES, whal criteria did you use (why did you recommend it)? 
6. Do you have a preferred Building Procurement System and why? 
7. What influences you to use one rather than another? 
8. Why do you think that the Traditional Building Procurement System (TBPS) is being used less 
these days than in the past? 
9. Please mention Building Procurement Systems you have so far used on Tanzanian projects 
(a) .................................................................................................................................... . 
(b) .................................................................................................................................... . 
(c) ............. : ........... _ ......................................................................................................... . 
10. With reference to this project, was the Client satisfied or not? 
I Yes I No 
11. If YES, why? 
12. If NO, do you think that the TBPS would have produced better results? 
13. What do the new Building Procurement System offer that cannot be found in the Traditional 
Building Procurement System TBPS? 
14. What comments would you make on the use of alternative Building Procurement Systems in 
Tanzania in the future 
15. Kindly indicate if you would like to be informed of the outcome of this research 
yes I No 
lfYES, please. give out the reason (s) ................................................................................... " 
16. What other related researches which in your opinion would be useful in the Tanzania Building 
Industry 




Name and profession ............................................................................................................ .. 
Organisation I Company ....................................................................................................... . 
Address ................................................................................................................................. .. 
Telephone .......................................................................................................................... " 
Fax .................................................................................................................................... . 
E -Mail. ................................................................................................................................. . 
Thank you for your kind co - operation 
A.M. KAMALA 
Appendix III 
Research Questionnaire Sheet (to Architects) 
APPENDIX III 
RESEARCH QUESTIONNAIRE SHEET 
Please note that the information which will be generated from this questionnaire is meant for academic 
purpose only_ All information will be treated as "confidential" and will not be retrieved in any other form 
without the prior approval of the respondent. 
I. Please indicate the approximate percentage use of the Building Procurement Systems used in your 
office over the last 10 years 
Building Procurement System Percentage 
• Traditional Building Procurement System 
• Design and Build 
• Management Contracting 
• Construction Management 
• Package Deal I Turnkey System 
• British Property Federation 
• Design and Manage 
• Develop and Construct 
• Build Own Operate and Transfer (BOO1) 
2. Do you see trend towards change in the use of Building Procurement Systems 
3. If YES. why is there such a trend towards change? 
4. If YES. (in 2 above). how would you see those percentages in 10 years to come? 
Building Procurement System Percentage 
• Traditional Building Procurement System 
• Design and Build 
• Management Contracting 
• Construction Management 
• Package Deal I Turnkey S)"Stem 
• British Property Federation 
• Design and Manage 
• Develop and Construct 
• Build Own Operate and Transfer (BOOI') 
S. How did you acquire your knowledge about non traditional Building Procurement Systems? 
(a) Through experience D 
(b) By reading text books D 
(c) Through formal training D 
(d) By recruiting an expert c:J 
(e) ()thers means (specifY) ..•...•........................................•....•....................................................... 
6. (a) If you selected 5 (a) above please describe the number of years experience with a specific Building 
Procurement System 
6. (b) If you selected 5 (b) above please describe the text books 
6.(c) If you selected 5 (c) above please descn"be course attended and the year in which it was undertaken 
....................... a.A .............. ,. ••• ""~.~ .. ",. ................................... _ ............................................................................. ., ....................... 9 ........................ . 
6. (d) If you selected 5 (d) above please descnbe the arrangement used to recruit an expert 
6. (e) If you selected 5 (e) above please explain 
7. Do you think that there is a need for formal Building Procurement Systems training to be attended 
in Tanzania? 
Optional: 
Nanie and profession ......................................................... .-........................................................................ . 
()rganisation / Company .............................................. , .............................................................................. . 
A<klress ...................................................................................................................................................... . 
Telephone .................................................................................................................................................. . 
Fax. ........................................................................................................................................................... . 
E-mail ............................................................................................................................................ .......... . 




Procurement System Selection Matrix 
APPtJ~lJ1X 1 V 
Tradillonll 0eaIQn and build / MInI;emenI i Delign and 
"Ii 11 Z j :tIl/111M'" II 
A TIming How ~nl Is early completion to !he success 01 your Crucial 
project? 
1 • • • • • • Crucial A TIming 
ImpoI1ant 2 • • • • • • • • Important 
NOI as imporlanl as Olher laClOfs 3 • Noc crucial 
B Controllable Do you 10reS8I \he netd to aIIer \he project in any way Yes 4 • • • • • • Ves B Controllable 
vuialion once il has begun on site, lor example 10 update 
maehinety layouts? Qeflllilely nol 5 
variation • • • No 
C Complexity Does your building (as dislinct from WhaI goes in ij) need Yes 
10 be technICally advanced or highly 58MCed? '---
Moderalely so 
6 • • • • • • Ves C Complexity 
7 • • • • • • • Moderately 
No. just simple 8 • • No 
o Quality What!evel 01 quality do you seek in lhe design and Basic compelence 
" •• 1 workmanship? 
Good but nol special 
9 • • Basic D Quatlly level 
10 • • • • • • • • • Good 
Prestige 11 • • • • Prft. 
E PrIct 00 you ntecllo have I linn pricefeN' the prajed Yea 
C41ltIlnty CCIlIINe\ion beloit you CIII commit ft 10 p!OCIHd? 
A largel plus or minus will do 
12 • • • • • • Yes EPrtceceltllnty 
13 • • • Target 
F Competition Do you need to choose your constIUCIion leam bV price Certainly for al construction work 14 • • • • • • • ConsIfUCtion FCompetltlon 
compelilion? 
Conslnlclion and management teams 15 • • • ConslfUCtion & managemenl 
No, olher ladors more Impot1anl 16 • • No 
GI Responsibility Can you manage separate conaultanciel and contractors, Can manage sepatale lirms 
DivISion 01 or do you wan! jlsl one firm 10 be responsible abllllle briefing 
s\aQfl? Musl have only one lirm lor everything 
17 • • • • Separate films GI Responslbtlity 
18 • • • Oivision 01 • • Onefirmonty 
Gij Responsibility 00 you want direct prollmional responsti\ily 10 you trom NOI important 
Professional !he designerS and COS! COII$UItanIS? 
Yes 
19 • • • • No G II Responsibility 
20 • • • • Prolessional • Yes 
H Ri.k avoidance 00 you want 10 pay someone to take the risk 01 cosl and No. preler 10 rerain risk and lherelOl'e ContrOl 21 • • No H Risk Iyoidlnee 
lime slWage lTom you? 
Prepared 10 share agreed risks 22 • • • Share 
Ves 23 • • • • Yes 
1 lOlal. 




List of people interviewed during data collection exercise. 
Name Com Ran! I Oaanuation /Institution 
1. A. Kilima Parastatal Pensions Fund 
2. A. Marress Architects & Quantity Surveyors 
Registration Board. 
3. A. Mbura French & Hastings 
4. A. Mwakatumbula Standard Chartered Bank (T) Limited 
5. A. Mwashalla GMP Architects 
6. A Sykes Sykes Insurance Consultants Limited 
7. B.Chagula Norplan AlS 
8. D.Mawalla MD Consultancy 
9. D.Mwabuki Hifab International (T) Branch 
10. E. Lipambila Envirolink Architects Limited 
11. E. Moshi EZM Architects & Associates 
12. E. Mushi NorpianAlS 
13. E. Rubaratuka University of Dar es Salaam 
14. G. Punjani Apartment Hotels Limited 
15. H.Karim Allied Estates Limited 
16. I. Arato Arqes Africa (K) 
17. J. Kalwera A & P Consultants 
18. I. Noronha Covell Matthews Partnership 
19. L. Bularnile University College of Lands & 
Architectural Studies 
20. L. Klerru M.D. Consultancy 
21. L. Peter University College of Lands & 
Architectural Studies 
22. M.Moshi Anaeli Rindi Associates. 
23. M.Sumar Sumar Vanna Associates 
24. N. Inyangete Landplan Icon Architects Limited 
25. P. Mwakio Symbion International (T) Limited 
26. R. Matolo Tanzania National Parks 
27. R. Rutahoile R.R. Associates 
28. S.Marwa Ministry of Finance 
29. S. Mpapasingo Dar es Salaam City Commission. 
30. T. Kessy Planned Development Limited 
31. V. Benne Arusha Municipal Council 
Appendix VI 
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NOI as impoIIani as other lactors 
00 )'OUloru .. the need 10 Iller !he peojed In lilY way Yes 
once k has begun on sile.IOIexample 10 update 
./ machinert 1ayouIs? Definitely IlOl 
Ooes )'OUr building (as dls1incllrom whal goes in It) need Yu 
10 be lec/IniCaly advanced or highly seM:ed1 ~ 
Moderlllly SO V 
No, lust siml)le 
WIIa1level 01 quality do yev seek in \he ouign and Basic competence 
Itv,l wor\manshiP? 
V' Good bul nel special 
Prestige 
E Price 00 you need 10 have a r~m pliet lor lilt plOiect Yea \/ 
certainly consllUCIion beloit you can commil q 10 ploceed? 
A largel plus 01 minus will do 
F Compelllion 00 you need 10 choose yevr conslnJcllon \tam by price Certainly lor all cons\lUclion work vrl 
cornpedlion1 
Cons\lUclion and manegemenlleams 
No. other factors mere Impol1anl 
GI Ruponslblilly Can yev manage "parlle consulWlCles and conIra<:\ora. Can manage ,epalale IIrms 
Civisian of 01 do you want jusl one linn 10 bt I~ det lie bri.~ 
v' 'lIge? Musl hive only one film lor eveiylhing 
Gil Ruponslblllly 00 )'OU wanl diI tel pI.,.ssionaI responsIlIlity 10 )'OUfrom NOI imporlarll 
Prolusional !he de$ignell and cost CilII$UlIanIs? 
Yes V 
H Risk avoidance Do you wanllO pay someone 10 lake Iheli$k 01 cosland No, peeler 10 retain risk and thetelore conuol 
time slippage Irom ycv? 
Prepared Ie sIIIr. agreed risks 
Yes 
Figure 4.2 Identifying your priorities (Turner, 1990) 
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How inWIanl is lally COIqlIedon 10 the IUCCeSS 01 your Crucial 
ptojeet'/ ----~~.::../ ---
Importanl V 
Do you lor .... Ihe need 10 aI\eIlhe ptojeclin 11ft way 
once k has begun on sill.loIl~ 10 update 
madllneIy layoU\S? 
Does your bulIdino las dislinclltom whal goes in III need 
10 belec:iricaly advanced or highly wiIced? 
WlIalievel 01 qualily do you seek in Ihe design and 
woMlan$hiJ>? 
Do you need 10 hav, a rwm price lor Ihe project 
CONlrvCIion belol, you can c:ommiI k 10 proc:etd? 
Nol as ~ as olhar ladors 
Ves 
Definitely no! V 
Ves 
t.IoderateJy so V 
No, iusl $impe 
Basic comp8lence 
Good but not special V· 
PreSlige 
Yea 
A targel plus or minus will do :;" 
F Competition 00 you Me<! to c:hoos8 youl COII$InJcIion leam by price 
competition? 
Certainly lor all COlIIlrvCIion work 
CONIrvCIion and managemenlleams 
No, oIIIeliadOtS rnor,1mpotlanl V 
GllltiponslblUty Can you manag' separate consuIIancIes and conlractors. -Can manage ,epatate arms 
0Msi0n 01 or do you wan!)I$t cnelilm to be Iaponsibl. aller !he bdelng 
moe? Musl have only one Iilm lor everything V 
Glliluponalblllly Do you want direet proI.ssIonaIlespon$lblity 10 you kom Not imponant 
ProllS5iona1 Ihe dtlignlrundCOSl CiONIIbnIs? -----------
Ves 
H Risk Ivoldance 00 )'9U wanllO pay SOI1IIOIIIIO Iakt the risk 01 cost Ind 
lime PIlPao' korn you? ' . 
No, ptller 10 telain risk and lherelore conlrOI 
Prepared 10 .1 agreed risks 
( 
Ves 7 
Figure 4.2 Identifying your priorities (Turner. 1990) 
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18 A. " ~ lit )It 
Division of 
OMliI'monly 
19 ~ tc )If. '¥ No Gil Rnponalblllly 
Prolesalonal 
20 • • • • • Ves " 
21 • .' NO H Rlak avoidance 
22 • • • Share 
23 If It )( }t( Ves 
I Total: 1 r.; g '1 ":I- 3 lJ. , i.J, 
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How lmportanl ls •arl't completion to the success ol you: Crucial ./ 
projea? ----------
Do you lotem the need lo alter the project In any way 
once k has• on sill, 101 example lo update 
machinery layouts? 
Does your buikfing (as disOnct lrom what goes in it) need 
10 be !ethnically 110Yaneed or highly serviced? 
What level ol quality do yO\J seek in the design and 
wonunanship? 
Do vou need lo have a rum price lor !ht pro'1ect 
CO!l$WG\ion belore YOII can col'Mlil tt 10 prcceed? 
Oo you need lo choo$e your construction team by price 
compelilion? 




Moderately so .,/ 
No. just simple 
Basic colll!)e lence 
Good tM not special J 
Prestige 
Yes 
A target plus or minus will do ..,; 
Certainly IOI all COf'ISIIUClion work 
Conslluction and management teams 
No, other laetors mort Important ./ 
GI ResponslblUty Can you 11\aNQe separate C011$Ut\anl::let and conl!aetors, .can manage separate firms ✓
Division 01 or oo yOU wani ):Js1 one ilm 10 be reSl)OIISibl, alle1 lhe brierino 
stage? Musi have only one lirm tor everything 
GIi Rnponslblllty Do you want d'11ect proleuional responslbifity 10 you lrom 
ProlmiOllal the� and cost COIISUWIIS7 




No. p,eler lo retain risk and lherelore control 
Prepared lo shaie agreed 11sks 
Yts ✓
Figure 4.2 Identifying your priorities (Turner, 1990) 
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